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NDUSTRY USED CAR DRIVE SET 


(Makers Deny Opposition to Withrow Probe 


Sparks 


W.-O.’s ’s Cowling 
Already on Job 
New York-Paris Race 
Appendectomy “Encore” 


By 
Chris Sinsabaugh 


pL COWLING has jumped the 
gun. Officially he is supposed 
to take over as vice-president of 
Willys-Overland 

on Mar. 1, but 

as a matter of 

fact he already 

has gone on the 

300. That's 

characteristic of 

him — being 

ahead of time— 

so’s to be ready 

for his coming- 

out party next 

Tuesday. By 

then he will be 

steeped in all 

‘the ins and outs of Willys- 

erland’s problems. 

When Cowling retired as gen- 
eral sales manager of Ford and 
ide up with his son in the steam- 
Bhip business, I thought it was a 
moke screen, for after the 23 
ears he put in out at Dearborn 
could not figure how he could 


i stay out of the automobile busi- 


ness. My hunch seems to have 
been right. 
*” * * 
COWLING GOES to Toledo, 
“inot as vice-president in charge 


‘of sales, but, as second in com- 
>ymand to President Dave Wilson. 
“Nelson Beardsley will continue to 
¢ direct sales, a job he took over 


last year when some $§v,000 cars 


)} were produced and sold. But now 


he has for an adviser a man who 
served 6% years in the same 
kind of job Nelse has, and for 
one of the two leading manu- 
facturers in the industry. 


Already Cowling has a clear 


* picture of Willys-Overland’s op- 


portunities for this year and he’s 
turring the heat on in March, 
based on plans he has made for 
something unusual in the market- 
ing of motor cars. What those 
plans are, he is not ready to an- 
nou.ce, but his faith in the im- 
™ mediate future is such that he 
-- ‘ipates a pickup in business— 


” * * 


LLYS-OVERLAND’S first 
year after its reincarnation by 
Dave.’Wilson definitely proved, in 
the epinion of the critics, that as 
the lowest priced car in the field 
it occupies a distinct field which 
practically free from com- 


Pass ition. In that year it won its 


burs and, looking ahead, Dave 
ilson started to strengthen his 
organization. First it was Barney 


(Continued on Page 19, Col. 1) 


Dealers’ Policies 


Measure Is Now Awaiting 
Congress’ Action Before 
Going in Effect 


DETROIT.—Sharp denial 
that automobile manufac- 
turers have opposed, or will 
oppose, an investigation of 
their activities and the 
activities of*dealers as proposed 
in the resolution offered in con- 
gress by Congressman Gardner 
R. Withrow, was issued here Fri- 
day by the Automobile Manufac- 
turers’ Assn. 


The denial followed a charge 
made by Withrow in an open let- 
ter to dealers in which he said: 
“The automobile manufacturers 
are bitterly opposing the passage 
of this legislation and are doing 
everything they can to defeat it.” 

In his statement Friday, Alfred 
Reeves, AMA general manager 
said: “The position of the manu- 
facturers was given to the sub- 
committee in charge of this bill 
by Alvan Macauley, president of 
our association on Dec. 17 when 
he stated: ‘It is the considered 
view of members of our executive 
committee that we should not op- 
pose any impartial inquiry which 
brings out all of the facts relat- 
ing to the practices and policies 


(Continued on Page 3, Col. 1) 


Salaried Workers 
Of GM to Receive 
Reduction in Pay 


DETROIT.—Alfred P. Sloan jr., 
chairman of General Motors 
Corp., Friday issued the following 
statement: 

“Recognizing the drastic reduc- 
tion in the volume of business 
now being experienced, it becomes 
necessary to give consideration to 
adjusting the compensation of the 
salaried employes. Our wage 
earners are receiving substan- 
tially less than formerly as a re- 
sult of the decrease in the number 
of working hours. 

“In view of these circumstances, 
it appears fair and equitable at 
this time to all concerned, to 
make the following adjustments, 
to become effective as of Mar. 1, 
1938. 

“Salaried employes will receive 
a reduction of 10 per cent in sal- 
ary up to $10,000 annually. Exec- 
utives receiving salaries of over 
$10,000 annually will receive a 
reduction of 20 per cent addi- 
tional on any excess over $10,000 
and up to $50,000. Executives re- 
ceiving over $50,000 annually will 
receive an additional reduction of 
30 per cent on the excess over 
$50,000 annually.” 





on next week the automotive industry as a 
whole is launching a most ambitious campaign to 
speed recovery through a revival of its own activity. In 
this effort, for the first time, Ford Motor Co. has joined 
with other makers in a concerted drive to move used cars, 
which at present are the chief stumbling block to progress 


within the industry. 


As an expression of its own confidence and in an effort 
to inspire like confidence among used car buyers, the in- 
dustry will spend better than $1,250,000 for advertising 
in newspapers, radio and magazines during the space of 


one week, Mar. 5-12. 


This example of “putting your 


money where your mouth is” should do much to revive 
public confidence which has been flagging rapidly since 


mid-fall. 


While manufacturers are to play a big part in the com- 
ing campaign, the success of it as a whole depends largely 


upon the dealer. 


If the spiritual uplift, which the manu- 


facturers’ effort is expected to bring to the public, is to be 
(Continued on Page 4, Col. 1) 


Quality 





Dealer Program 


Asked by ‘Little’ Dealers 


DETROIT.—Establishment of a 
dealer-factory program for the 
entire industry, modeled after the 
program now in effect in Chevro- 
let, was recommended by a com- 
mittee of automobile dealers at- 
tending the “Little Business Men’s 
Conference” held recently in 
Washington, according to advices 
to ADN from V. W. Nall, Nall 
Chevrolet Co., Iowa City, Ia. 

Recommendations made to Sec- 
retary of Commerce Roper fur- 


ther urged the elimination of ex- | * 


cise taxes on automobiles, delay 
in the proposed Withrow investi- 
gation, discontinuance of used car 
loans to new car dealers and that 
new models be announced in 
January. 

“There were several dealers in 
attendance at the instalment sell- 
ing meeting,” states Nall, “and 
our committee composed of R. P. 
Hastey, Chicago, and representa- 


The Top Ten 


PASSENGER CARS 
First Ten in Registration 
as Reported in ADN Today. 
1938 1937 
Pos. Make Pos. 

1—21,798 Ford 41,653— 1 
2—21,226 Chev. 35,318— 2 
3—10,499 Plym.  26,3384— 3 
4— 6,320 Buick 8,728— 6 
5— 4,487 Dodge 12,675— 4 
6— 4,309 Pontiac 9,543— 5 
7— 3,823 Olds. 8,584— 7 
8— 2,239 Chrysler 3,791— 9 
9— 2,060 Packard 3,736—10 
10— 1,848 Hudson 5,444— 8 


Total All Makes 
87,064 169,374 


For complete standing of ali makes, 
see page 17, this issue. 


4 


tives of Robbin’s Reef Motor Co., 


Tompkinsville, N. Y., Hawthorne 
Motor Co., Long Beach, Calif., 
and myself submitted the follow- 


ing resolutions: 
That an effort be made with 
all automobile manufactur- 
ers for them to establish a quality 
dealer program such as is now in 
effect in Chevrolet. 
Eliminate excise taxes on new 
automobiles. 
3 Delay any public investigation 
of the automobile industry at 
this time. 
Urge that finance companies 
discontinue used car loans to 
new car dealers. 
That new models be intro- 
duced in January. 

“In regard to item number 
three on the report, we dealers 
are not sold on a public investi- 

(Continued on Page 17, Col. 1) 





/AMA and Ford 
Join in $1,250,000 
Drive, March 5-12 


Dealers and Distributors 
Will Co-operate in 
‘Exchange Week’ 


DETROIT. — Moving for- 
ward in a determined effort 
to pull itself and the country 
out of the current depres- 
sion, automobile manufac- 
turers and dealers are joining 
Mar. 5 in a $1,250,000 drive to 
break the jam of used car stocks 
which have stymied new car sales 
and production. All 
turer members of the Automobile 
Manufacturers’ Assn., the Ford 
Motor Co., a non-member, and the 
nation’s 46,000 retail dealers and 
distributors are working in con- 
cert in the campaign which will 
continue from Mar. 5 to 12. 

Newspapers, radio and outdoor 
posters will form the bulwark in 
the institutional campaign to in- 
spire buyer confidence in the in- 
dustry, its products, and the fu- 
ture. The drive will be known as 
“National Used Car Exchange 
Week” and is the outgrowth of 
recent conferences at the White 
House between President Roose- 
velt and leaders of the industry. 
The President has been advised 
of the plans for the campaign 
which is the first co-operative ef- 
fort ever undertaken in which all 
manufacturers have taken part. 

The campaign is timed at the 
outset of the spring selling season 
when both new and used cars 
usually begin to move in greatest 
volume, Alvan Macauley, AMA 
president, said. It is aimed pri- 
marily at stimulating the disposal 
of used car stocks now in dealer 
hands. Once this is accomplished, 
a substantial increase in car 


(Continued on Page 2, Col. 1) 


Chrysler Omits Dividend, 


Blaming Excess Profits Tax 


Corp. directors decided not to de- 


NEW YORK.— Declaring that 
the character of the undistributed 
profits tax prevents a long-term 
stable dividend policy, directors of 
the Chrysler Corp. failed Thurs- 
day to take action on the common 
dividend usually paid at this time. 
The omission of the quarterly was 
the first since 1935. 

The corporation paid a dividend 
of $3 in December, and at this 
time last year a dividend of $1.50 
a share was declared on common 
stock. Other payments were $2 in 
June and $3.50 in September. 

B. E. Hutchinson, chairman of 
the finance committee, said, “After 
careful consideration, Chrysler 


clare a dividend at this time.” 

He noted that the company had 
paid $22 a share from earnings in 
the last two years, aggregating 
$25.91 a share. Such dividend dis- 
bursements, he said, were high in 
proportion to earnings, but the in- 
cidence of the undistributed profits 
tax on earnings retained in the 
business was such as to make it 
too expensive to retain in the 
corporation’s treasury any more 
substantial proportion. 

“So long as taxation of this 
character remains in force,” 


(Continued on Page 18, Col. 3) 





manufac~—“" 


manufacturing schedules and em- | 
ployment of wage earners in the 
automobile factories is  antici- 
pated. 

To support the campaign, Ma- | 
cauley announced, the manufac- | 
tur rs will spend $1,250,000 in| 
newspaper, radio and _ outdoor 
advertising and in other promo- 
tional channels. Two-thirds of the 
=e —- will be , 


Davis to Heed 
‘38 Chicago Car 
Show Committee 


CHICAGO. — Reappointment of 
S. L. Davis as chairman of the 
1938 automobile show committee 
was announced this week by H. 
T. Hollingshead, president of the 
Chicago Automobile Trade Assn., 
and president of Nash Sales, Inc. 

Davis, who heads the Hupmo- 
bile Illinois Co. and was recently 
elected a director of the Hupp 
Motor Car Corp., is a member of 
the CATA board of directors. He 
succeeded Hollingshead as Chi- 
cago’ show committee chairman 
for the 1937 event when the lat- 
ter was voted in as president of 
the association. 

Davis handled the first mass 
flight of automobile buyers ever 
staged by air to take factory de- 
livery of new cars. It happened | 
in 1930, when 12 planes loaded 
with owners made the trip by| 
plane from Chicago to the Hupp 
factory in Detroit. 

A departure from past pro- 
cedure is announced by Davis, 
whereby each member of the Chi- 
cago Automobile Trade Assn. 
board will be given an important 
part in connection with the show, | 
set for Nov. 12 to 19 at the In- 
ternational Amphitheatre. 

A well organized production 
staff, with four years of: show | 
experience back of it, is available 
for the forthcoming exposition, 
which Davis asserts will be as 
elaborate, unusual and original as 
its predecessors. 


Car Sales Total 
$178,000 at Salon 
Held in Chicago 


CHICAGO. — — Reviewing venutte | 
of the 15th annual motor salon, | 
held here by north side dealers, 
Feb. 9-20, at the Edgewater | 
Beach Hotel, Curtis M. Betts, 








chairman of the show committee, | 


estimated that sales closed 


reached a total of $178,350 in new | 


cars. 


He added that the record was 
the best since 1929, and that the 
attendance, topping the 30,000 
mark, 
peak. 


Return of F ord 


Records Ordered | 


MILWAUKEE, Wis.—Federal 
Judge F. A. Geiger has ordered 
the government to return within 
10 days the records of the Ford 
Motor Co. used in the recent 
grand jury investigation into the | 
financing methods of automobile 
manufacturing companies. 


likewise hit an all- time | 
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Industry i is Ready for Big Used Car Campaign 


Ford, AMA Join Hands 
In $1,250,000 Sales Drive § 


(c ‘ontinued from Page 1) 


in newspapers. (See breakdown 
of expenditures in 4th Dimension, 
page 7.) 

“The motor car industry,” 
Macauley, 


said 


“is generally credited | 


with showing the way out of the 


last depression. 
“Today, the automobile manu- 
facturers, their suppliers, the na- 


tion’s 46,000 dealers and allied in- | 


dustries are laynching a similar 
drive. 

“The most serious barrier to 
business improvement is the 


large stock of used cars in deal- | 
Until these cars can | 
be sold, it is impossible for deal- | 
ers to handle a normal volume of | 
means | 


ers’ hands. 


new-car business. This 
that factories will be forced to 
continue on part-time, and thou- 
sands of men 
plants and in allied 
must remain either out of work | 
or on part-time schedules.” 

The primary purpose of the 
campaign is to make known to | 
prospective owners the remark- 


able used car values which now | 


are being offered by automobile 
dealers in all parts of the United 
States. The industry is confident 
that used car stocks will be re- | 
duced sharply as soon as the| 
public becomes aware of present 
values. 


During the last few years vast | 


improvements have been made in 


improved | 
on 


motor cars and this 
transportation is available 


easy terms to those who take ad- | 


vantage of the bargains to be 
offered during “National 


Car Exchange Week,” Macauley 


stated. 

“Too many unsafe, worn-71* 
reliable cars, without 
safety brakes, safety glass, large 
tires and steel bodies, are in 
operation today,” he continued. 


un- 


“Too many are costly to operate. | 
| More 
seven years old or older are li- | 


than 11,000,000 vehicles 
censed for operation throughout 


the country. 


“Many of these cars can be re- | 


in the motor car | 
industries | 


Used | 


modern | 


INTERIOR OF THE NEW DODGE 7-passenger car bodies, fur- 
nished as touring sedan and as double-purpose limousine or formal 
sedan. The interiors are distinguished by fine trim and upholstering 


and by extra wide and deep seats. 
models is 132 inches. 


Son Succeeds ‘Seiberling 


As President of Tire Co. 


| BARBERTON, 0.-Frank A.| year Tire and Rubber Co. in 1898 


| Seiberling, dean of the rubber in- 


| dustry, this week relinquished his | $3,500 
executive administrative duties as| executive head, he guided the 
president of the Seiberling Rub- company from a small, struggling 
ber Co. to become chairman of| concern to one of the world’s 


| the board. 


former assistant to the president 
and vice-president in charge of 
sales, assumes the presidency 
while Col. J. L. Cochrun, assistant 
| sales manager, becomes  vice- 
president in charge of sales. 
Commenting upon his action, 
Frank Seiberling said, “The 
changes made in the executive 
staff of the Seiberling Rubber Co. 


His son, J. Penfield Seiberling, | 


are the logical outcome of my de- | 
cision announced several months | 


| ministrative responsibilities which 


of the company.” 


The elder Seiberling, who was 
78 in October, founded the Good- 


placed during ‘National Used Car | 


Exchange Week’—to the great 
advantage of the buyer and of 
the public— with newer, 
date’ cars, without initial invest- 
ment beyond their present car 


| and on terms to suit the average 
pocketbook. These new cars offer | 


modern equipment and are a 
good investment in comfort, 
| safety and ay” 


‘Purdy Appointed 
General Manager 


Of Dodge Truck | 


DETROIT.—Appointment of 
Louis J. Purdy as general man- 
ager of the Dodge truck division 
| of Chrysler Corp. was announced 

this week by 
W. J. O’Neil, 
Dodge general 
manager. Purdy 
has assumed his 
new duties in 
full charge of 
all truck activi- 
ties for Chrys- 
ler’s Dodge di- 
vision. 


Purdy has} 


had 26 years’ 
experience in 
automoti’’e man- 


L. J. Purdy 





ufacturing, starting as a shop ap- 


Return of the records, now held | | prentice and working his way up 
at Washington, D. C., by Russell | | through tool and machine rooms. 
Hardy, an assistant attorney- gen-| He joined Chrysler in 1931. 


eral, is expected to be followed by | 
@ second order transferring them | 
to the Ford Co. The government | 
was also directed to show cause 
why all records seized for the in- | 
vestigation should not be re- 
turned. No date was set for a 
hearing. 


ATAM Meeting Changed 
PHILADELPHIA.—The 


| Trade Assn. Managers is definitely 


set for Tuesday and Wednesday, 
Mar. 15 and 16, with headquarters 
at the Palmer House, Chicago. 


‘up-to- | 


“Mid- | 
| winter Meeting” of the Automotive 


| Studebaker Plans 
Full Exploitation 
Of Used Car Week 


dising stimulus will enable Stude- 


cash in on National Used Car Ex- 
|change Week, March 5-12, C. S. 
Fletcher, 
of the Studebaker Corp., declared 
here Thursday, in announcing 
the factory's plan of co-operation 
with its dealer body. 

weapon, the “Studebaker Pledge” 
ties during National Used Car Ex- 
change Week, Fletcher said. 

The greater majority of Stude- 
baker dealers operate under the 
pledge, which has three main 
| clauses: Plainly marked prices, 
rigidly maintained; a thirty-day 
guarantee on all used cars sold 
as certified cars; and a five-day 
driving trial. It has been in effect 
| since 1925, Fletcher said. 

A series of fifty used car clin- 
|ics, under the direction of fac- 
tory used car experts, have al- 
ready begun and will continue 
even after National Used Car Ex- 
change Week, as part of the 
Studebaker plan to prepare for 
}and follow through on the mer- 
|chandising stimulus created by 
|the nation-wide used car sale. 
Two groups of factory men are 
conducting separate clinics, reach- 
ing every Studebaker dealer in 
the United States. 





William Ogg Fitzgerald’s famous 
cartoons appear exclusively in Auto- 





motive Daily News. 


| baker distributors and dealers to| 


general sales manager | 


Considered their strongest sales | 


will be the basis of dealer activi- | 


ago to relinquish many of the ad-| 


have been mine in the founding | 


| sales for the 
| Rubber Co. 


TT 


'Seven-Passen ger 


Models Added to 
1938 Dodge Line 


DETROIT.—The Dodge line of 
1938 models, for which eight dif- 
ferent body types were listed in 
earlier announcements, has been 
expanded into an active 10-model 
line through the production of 
two long - wheelbase, seven - pas- 


» | senger cars for which a definite 


domestic and overseas demand is 


| said to have developed. 


The wheelbase of the 7-passenger 


in an old strawboard factory with 


in borrowed capital. As 


| greatest industrial giants. 

In 1921 Goodyear, caught with | 
heavy inventories and facing 
tumbling cotton and rubber} 
prices, was forced to seek outside 
financial aid. Seiberling, in pro- 
tection of his stockholders’ inter- 
ests, stepped out of Goodyear and, 
despite the fact that he was 61 
years old, founded the Seiberling 
Rubber Co. 

He is credited with the inven- | 
tion of the first tire-building ma- 
chine, the first straight side tire, 
the detachable rim with locking 
ring, and the air-cooled tire. 

The new president was em- 
ployed as a Seiberling salesman | 
in the early years of the com- 
pany’s development and later be- | 
came vice-president in charge of | 

Lambert Tire and| 
When the company 
sold its patent interests to Seiber- | 
ling seven years ago, he assumed 





‘the position which he has just | 


vacated. He is 39 years old. 
Col. Cochrun had a _ distin- 


| guished army career during which | 





| he received many decorations. He 
SOUTH BEND.—New merchan- | 


served throughout the World War | 
as a member of Gen. John J. 
Pershing’s staff. 

After leaving military life he 
joined the Goodyear truck de-| 
partment. Joining Seiberling, he 
served as Detroit branch man- 
ager, Akron branch manager, 
eastern division manager and as- 
sistant sales manager in his 16 
years with h Seiberling. 


| 
Snare —w 


Ret een 





Frank A. Seiberling 


|purpose 
|'sedan in which the driving com- 


| the 


The two seven-passenger types 
are a touring sedan with integral 
trunk, affording 20.44 cubic feet 
of luggage space, and a double- 
limousine or formal 


partment is separated from the 
rear section of the body by a con- 
trolled safety glass partition. 

The power plant of the seven- 
passenger models is the 87-horse- 
power Dodge Red Ram engine. 

Within the streamlined bodies 
of the seven-passenger cars, 
which are set on a 132-inch wheel- 
base chassis, a fine method of 
trim and upholstering is noted. 
Fabrics are attached with a 
tailored effect. The seat cushions 
are of an especially luxurious 
type, 47 inches in front, 48% 
inches in the rear. The two 
auxiliary folding seats are 23% 
inches wide. 


Distance and 


between front 


| rear seat backs is 56% inches. 


Doors are extra wide, being 
43% inches’ in front and 37% 
inches in the rear. 

Prices listed for the seven-pas- 
senger models are $1,095 for the 
touring sedan, and $1,185 for the 
double-purpose limousine or 
formal sedan, both figures being , 
for the cars ready to run, de- 
livered in Detroit. 


112’s Entry Boosts 
Hudson Sales at 


Home and Abroad 


DETROIT.—W. R. Tracy, vice- 
president in charge of sales, Hud- 
son Motor Car Co., declared this 
week that wide public acceptance 
both in the United States and 
abroad of the new Hudson 112, the 
company’s entrant in the lowest 
price field, had resulted in sub- 
stantial increases in recent weeks 
in both United States retail sales 
and export business. 

“Hudson’s retail 


sales in t’e 


| United States,” Tracy said, “have 
| shown a substantial increase each 


week from January 15 to date. In 
second week of February, 
United States retail sales were 50 
per cent greater than for the cor- 
responding week of January,” he 
said. 

Regarding the company’s ex- 
port business, Tracy said that 
shipments of Hudson cars abroad 
are continuing the satisfactory in- 
creases made steadily during the 
past few years. In the first three 
months of the 1938 model season, 
export shipments were 61.8 per 
cent greater than in the corre- 
sponding period of the 1937 sea- 
son. “Hudson’s export shipments 
in the last quarter of 1937,” he 
said, “were the highest for any 
final quarter since 1928.” 


icici ‘Feb. Sales 
Indicate 50% Increase 


DETROIT.—Continental Motors 
Corp. reports that releases for 
February indicate that sales dur- 
ing the month will exceed January 
sales by approximately 50 per 
cent. 

Sales for the quarter ending 
Jan. 31, however, are down 34 per 
cent, as compared with last year, 
resulting in loss, after deprecia- 
tion, of $160,728, compared with 
loss of $36,413 for the first quarter 
in 1937. 





Proposed Inquiry Will Now 
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Car Makers Deny Opposition to Withrow Probe 


Apply to Dealers’ Policies 


(Continedd from Page 1) 


which prevail in the distribution 
of automobiles. 

“*We do not believe that either | 
public or industry can _ benefit 


from perpetuation of undesirable | 


practices if they exist, from con- 
tinued repetition of unproved 
charges, or from suppression of 
inquiry. If among the distribution 
practices of the industry sonie| 
could be found which hinder ef-| 
ficient—-and by that I mean profit- 
able as well as ethical distribu- 
tion to the buying public—the men 
of this industry will welcome hav- 
ing them discovered and ended.’ 

“This statement made by Mr. 
Macauley at that time was sub- 
scribed to by the membership of 
our association without reserva- 
tion. It stands today as the atti- 
tude of manufacturers toward the 
Withrow resolution was to seek 
opposed, and we do not now op-| 
pose, its enactment.” 

The original intention of the} 
Withrow resolution was to seek 
authorization from congress for 
the expenditure of $50,000 by the 
Federal Trade Commission to in- 
vestigate factory-dealer relation- 
ships, presumably limiting the in- 
vestigation to activities of manu- 
facturers. 


Dodge Sales Up 
84% During First 
3 Weeks of Feb. 


DETROIT. — Published reports | 


of a two-weeks’ rise in retail de-| 


liveries of Dodge passenger cars 
and trucks are now having an in- 
teresting follow-up in later reports 


| gress assembled, That the Federal 


| by directed and authorized under 


| distributing motor vehicles, acces- 
| hicles at retail, 


| tion shall be to determine: 





detailing further substantial in- 
creases in the daily rate at which 
orders and shipment specifications 
are being received from the com- 
pany’s dealers. 

According to information con-| 
firmed by A. vanDerZee, general 
sales manager of the Dodge divi- 
sion of Chrysler Corp., 
Dodge passenger cars received 
during the first three weeks of| 
February are 84.8 per cent greater | 
than in the first three weeks of 
January. Orders for Dodge com- 
mercial cars and trucks, for the 
same three-weeks period, show a 
rise of 47.1 per cent over January. 

In addition to a conservative ap- 
praisal of the present business} 
situation, vanDerZee points to 


| fixing, or unfair trade practices: 


orders for | 





the fact that records of the past 
five years have shown average 
March automobile sales to have 
been 62.6 per cent higher than the 
five-year average February sales, 
with average April s°les showing 
a further increase of 22.7 per cent | 
over March sales. 


Improved Selling is Held 


Key to Business Recovery 


FLINT.—Addressing a national | 
convention of his sales managers 
in Flint this week, Wilson S. 
Isherwood, general sales manager 
of AC Spark Plug division of 
General Motors, asserted that he 
looked for business conditions to 
improve if the selling forces of 
business will put forth a vigorous 
and sustained drive. 

“Indications,” he said, 
the automotive industry will 
again be one of the first to lead 
the country out of the present re- 
cession.” 

Isherwood asked his sales lieu- | 
tenants to go out in the field and 
intensify their efforts to stimu- 
late business. 

“After all,” he said, “what really 
brings us out of depressions and 
creates more jobs is more and 
better selling. I know all of you 


“are that | 


|is hereby 


| sales executives, 


| when the founders of this nation 


| pendence, many years ago. 





men can be counted upon to con- 


Before its final approval by the 
full House Interstate and Foreign | 
Commerce Committee it was 
amended to remove allegations! 
against manufacturers from the 
final draft and include an investi- 
gation of dealer activities as well. 

The final text of the bill which| 
was referred to the committee on| 
interstate and foreign commerce 
and ordered printed is as follows: | 

“Directing the Federal Trade} 
Commission to investigate the} 
policies employed by manufac-| 
turers in distributing motor ve-| 
hicles, accessories, and parts, and | 
the policies of dealers in selling 
motor vehicles at retail, as these 
policies affect the public interest. 

“Resolved by the senate and 
house of representatives of the 
United States of America in con- 


Trade Commission be, and is here- 


the act entitled “an act to create 
a federal trade commission, to de- 
fine its powers and duties, and for 
other purposes,” approved Sept. 
26, 1914, to investigate the policies | 
employed by manufacturers in 


sories, and parts, and the policies 
of dealers in selling motor ve- 
as these policies 
affect the public interest. 

“The purpose of this investiga- 


The extent of concentration 

of control and of monopoly in 
the manufacturing, warehousing, 
distribution and sale of automo- 
biles, accessories, and parts, in- 
cluding methods and devices used 
by manufacturers for obtaining 
and maintaining their control or 
monopoly of such manufacturing, 
warehousing, distribution, and 
sale of such commodities, and the 
extent, if any, to which fraudulent, 
dishonest, unfair and injurious 
methods are employed, including 
combinations, monopolies, price 


The extent to which any of 
the anti-trust laws of the 
United States are being violated; 


and 

3 For the purposes of the in- 
7 vestigation hereby directed 
and authorized, the Federal Trade 
Commission is given all the pow- 
ers conferred upon it by the Fed- 
eral Trade Commission Act. 

“Section 2. The Federal Trade 
Commission shall report its find- 
ings to the congress of the United 
States within one year from date 
of enactment of this resolution, 
recommending whatever remedial 
legislation it deems necessary and 
proper. 

“Section 3. The sum of $50,000 
authorized to be ap- 
propriated to the Federal Trade 
Commission for the purpose of 

making this investigation.” 





tribute your part toward increas- | 


|ing sales and bringing in orders 
| that will step up work here in the 


factory. 

“Everybody knows,” he told the | 
“that there is 
only one sound, honest way to im- | 
prove conditions and Benjamin 
Franklin enunciated that doctrine 


signed the Declaration of Inde- 
That | 
doctrine, in effect, is service, 
thrift and work. 

“I look for business conditions 
to improve if the selling forces of 
business will put forth a vigorous | 
and sustained drive. In order to | 
do our part in accelerating recov- 
ery, we are putting this plan into 
practice by launching a more out- 
standing sales program for our 
wholesalers and dealers than ever 





before in our 30 years’ history.” | 


NATIONAL DEALER PLANNING and used car committees of 
Chevrolet met in Detroit this week to discuss sales and advertising 
policies. Top, left to right, Morris Brown, Duff Brown Chevrolet Co., 
Philadelphia, used car committee member, and C. A. Kleist, Chevrolet 
budget director; second from top, left to right, W. R. Edwards, 
Edwards Motor Co., McCamey, Texas, used car committee member, 
and F. A. Wilson, assistant budget manager; third from top, Len 


| Smallcomb, Burlingame, Calif., dealer, and W. G. Lewellen, assistant | 


general sales manager; fourth from top, R. C. Gunderson, Mid-City 
Chevrolet Sales, Milwaukee, planning committee member, and C. J. 


| French, of general sales department; bottom, S. T. Hansen, Mack- 


Gratiot Co., Detroit, planning committee member, and J. M. Braden, 
of Campbell-Ewald, Chevrolet’s advertising counsel. 





| 
Jan. Casing Shipments | cember and were 44.8 per cent 
2 07 |}under January, 1937, shipments 

Drop 21 /O Under Dec. according to the Rubber Manu- 
NEW YORK.—Shipments of | facturers Assn., Inc. 

pneumatic casings during Jan-| The association estimates pro- 

uary, estimated at 2,489,589 units,| duction of pneumatic casings 

show a decrease of 21.1 per cent| during January at 2,743,174 

under shipments made in De-| units. 


| Chevrolet a 
| functioning throughout the coun- 
| try, 


| service 


jing the schools, 
| Holler, 





‘Chevrolet Schools 
‘Of Reconditioning 
‘act Mechanics 


Att 


DETROIT.—Used 
tioning schools, 
year 


car recondi- 
established by 
ago, are now 


according to C. W. Wood, 
of Chevrolet’s national 
and mechanical depart- 
ment, who has just returned from 
several weeks inspecting the new 


director 


| operations in the field. 


Wood has had charge of install- 
which W. E. 
general sales manager, 
created as a means of keeping 
needed emphasis on recondition- 
ing. Key men from each of the 
company’s territorial divisions in 
the field were brought to Detroit 
and Flint for several days’ inten- 


| Sive study on servicing methods 


for various makes of cars, and on 
the use of specialized equipment 
devised for efficient, economical 
handling of the various jobs in- 
volved. 

These men returned to posts, 
set up regular courses of study, 
making the training available to 
dealers’ mechanics in each of the 
47 zones. Dealers were urged to 
encourage their mechanics to at- 
tend the schools, and there was 
wholehearted response from the 
first, Wood reported. 

“The program has ‘caught on’ 
remarkably,” said Wood. “In- 
crease in the volume of recon- 


|ditioning work has stimulated 


ingenuity, bringing about many 
improvements in tools and equip- 
ment. 

“Chevrolet dealers have sold over 
100,000 used cars monthly now 
for an unbroken succession of 35 
months,” Wood said. 


Olds Conducting 
30-Day Contest 
On Car Features 


LANSING.—D. E. Ralston, gen- 
eral sales manager of Oldsmobile, 
this week announced a nation- 
wide 30-day contest in which a 
car a day will be given to motor- 
ists who write the most interest- 


|ing comments on their reactions 
to a trial drive in a 1938 Oldsmo- 


bile. 

The contest, which extends Mar. 
1-30, will be conducted through 
the 3,500 members of the national 
Oldsmobile dealer organization. It 
is being announced to the public 


| nationally by a series of news- 


paper advertisements which will 


|continue through March. 


After taking a trial drive in a 
car provided by an Oldsmobile 
dealer, each contestant will re- 
ceive an entry blank which must 
be countersigned by the dealer or 
his representative. Space for six 
comments of 25 words each is 
provided on the blank under vari- 
ous subject headings such as per- 
formance, ease of handling, 
safety, etc. 

When ready for submission, the 
completed blanks must be mailed 
to the Oldsmobile factory at Lan- 
sing, where they will be judged 
by Chris Sinsabaugh, editor of the 
Automotive Daily News; Clare D. 
Wight, co-publisher of Automo- 
bile Topics, and D. P. Brother, 
president of D. P. Brother & Co., 
advertising counsel. 


Kansas ATA Changes 


Show Date to Apr. 7-9 


KANSAS CITY.—Ray Barnett, 
executive secretary of the Auto- 
motive Trades Assn., announces 
the change of date of the spring 
show date to two weeks later 
than originally planned. The 
show will now be held April 7-9. 

The earlier date was found to 
conflict with eastern shows, in 
that factory exhibits would not 
have time to reach here and re- 
turn east for other shows. 
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word in 


By GEORGE M. SLOCUM 


RANDOM Odd McIntyre will 
THOUGHTS! be missed. Almost 

as much as Will 
George M. Slocum, Publisher | Rogers because he was the con- 
necting link between the big city 
and the small town. Main street 
is inhabited with the same sort 
of folks as the big town and the 
little burg. The only trouble is 
that most folks don’t know it and 
McIntyre had the happy faculty 
of writing about one half so the 
other half would read it.... 
The trailer business may be 
“dead” but I saw more in Florida 
and on the roads coming and 
going than ever before. Many of 
them were new ones and the 
trailer camps were crowded to 
overflowing. There is always 
going to be a big market for 
house trailers in this country, be- 
lieve it or not! ...And_ the 
“down and out” city of Detroit, 
although fourth city in the last 
census, was third in the purchase 
of baby bonds in 1937... . Here’s 
one worth remembering: A friend 
of mine lays down the axiom 
that anyone can put two posts in 
a straight line but it takes a 
smart guy to line up three! ... 
Loud cheers from everyone in the 
business for Automobile Manu- 
facturers Assn. and Ford becom- 
ing allies, at least, for the dura- 
tion of the war, to put over a 
National Used Car Exchange 
Week, which we predict will 
break the log jam! ... Most of 
the passenger car equipment on 
American railways todav is as 
obsolete as the Model T Ford. 
The average rebuilt air-condi- 
tioned dining car smells like the 
inside of a garbage can.... 
Miami newspapers, conducting an 
annual census, say they have 
67,000 more population this win- 
ter than they had last and Sonja 
Henie is a sell-out at $5.50 per 
seat, top, in the Orange Bowl 
stadium, which seats 15,000, 
where she and her company skate 
on ice which is frozen with the 
thermometer hovering daily 
around 80. ... Even the sailfish 
are having a recession. Only half 
as many being caught this year 
as last in Florida waters. Reason: 
fiving fish are wintering some- 
where else. . . . Homer Martin, 
our UAW arch-enemy, is panned 
by the “Daily Worker,” charged 
with deserting the cause. ... Boy 
Scouts early learn to do one good 
act every day. It might restore 
confidence, which is the missing 
link, to a renewed prosperity, if 
every one of us would give busi- 
ness one good boost every day! 
...A friend confides to me that 
although he has purchased one 
or more new cars for himself or 
his family every year, no auto- 
mobile salesman has called on 
him or even asked him if he were 
going to buy a new car in the 
last six months. Says he feels so 
ornery that he refuses to call a 
dealer and tell him that he is in 
the market for a new car—which 
|he is, right now! Detroit 
plans for a civic center and 
exposition hall are progressing. 
Covering six blocks at the foot 
of Woodward avenue, facing 
the Detroit river, the main con- 
vention hall will seat 13,000, the 
Veterans Memorial and Labor 
halls about 3,000 each. The exhi- 
bition hall will have 160,000 square 
feet. The garage 788 car berths. 
. . . $12,000,000 will be spent for 
land and buildings, giving em- 
ployment to thousands of workers 
for a year. The result: adequate 
facilities for a private showing of 
new models exclusively to the 
trade prior to the public show in 
New York. In our opinion a 
much to be desired innovation. 
... Rumors current here now 
that a major manufacturer may 
soon announce an annual wage 
scale for all workers. ... The na- 
tional used car week will be only 
as successful as it receives the 
support of dealers and their sales- 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
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the dissemination NEWS which te timely, 
authentic and of value—(ADN 6-10-1983) 
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Dealers Must Do It! 


(Continued from Page 1) 


translated into physical gains in used car sales, the dealer 
will have to do the translating. Cars offered for sale must 
be priced honestly, described honestly and sold honestly. 
This is not a “fire sale” in the true sense of the term, and 
“fire sale” tactics should be taboo. 

On the other hand, aggressive co-operation on the part 
of dealers to turn every prospect into a buyer is essential 
to the success of the campaign itself. 


Political Probing 


W E can agree for several reasons with automobile 
manufacturers in their resentment of charges made 
in a recent letter to dealers, published in the NADA Bulle- 
tin, regarding factory opposition to the Withrow probe. 
First, the statement is unfair, in view of the position 
taken by the representatives of manufacturers before the 
officials in Washington. 

Second, the charge is misleading to dealers because it 
tends to strengthen the belief already created in dealers’ 
minds that any ensuing investigation would be limited 
strictly to the practices of manufacturers. Actually, 
under the final draft of the resolution, both the practices 
of manufacturer and dealer will be subject to investi- 
gation. 

Third, we always have and always will oppose political 
investigations and fishing parties. We have urged, and 
will continue to urge, that problems within this industry 
can best be solved within the industry. Political investi- 
gations are prone to result always in a loss of public 
confidence. Too often this occurs in cases where, if politi- 
cal ambitions could be eliminated, an unbiased presenta- 
tion of facts would bolster confidence. 

This charge is not guess work. It is fact and logic. 
All political probes must be conducted under the guise of 
“public interest.” And to the politician “public interest” 
becomes personal interest in that it is to his personal 
interest to convince the public that he is their savior. 
Therefore, if there is nothing to save the public from, he 
must create something, even if an individual, a corpora- 
tion or industry is sacrificed in creating it. Congressman 
Withrow, on the basis of his open letter, is no exception 
to the political rule. 


“It’s None of I’’ 


[_ x the old lady from Banbury Cross who looking into 
the mirror declared: “This is none of I,” too many 
people seem to get a tremendous detached feeling about 
their government. If somebody would only tell them, as 
Fred Allen demands, that all pennies the government 
spends are their pennies; that the government has no 
a of 4 own ater than those it collects from you 
and me, an em, perhaps we would have fewer demands . 
that the government spend this and that to buy this or Sas oe pr Be ye oP 
that for you and me and them. At least let’s try to tell ’em.|100 per cent in your locality 
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The First Furrow 


In This Corner-- 


‘Kall Show Blamed. . .’. 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Show Date 

We noticed in your Feb. 5 edi- 
tion that the New York automo- 
bile show has been set for Nov. 11. 

If we may, we should like to 
express our opinion in the matter. 
In the first place, we feel that the 
early fall automobile shows have 
a good deal to do with the down- 
ward trend in the automobile 
business. Every dealer in the 
country has felt this slump in 
business in the past two years. 

In our opinion, early shows 
prove detrimental to business con- 
ditions in general. A great num- 
ber of automobile owners do not 
register their cars until early 
March and in buying a new car 
at that time, they feel that they 
are buying a car that has been in 
the market for four or five 
months, therefore, that indefinite 
feeling in many cases causes the 
motorist to change his mind 
about buying. 

Your items in the newspaper 
interest us a great deal and we 
enioy to the fullest extent read- 
ing Automotive Daily News.— 
Samuel Stonberg, president, Ston- 
berg Motors, Inc. (Dodge-Plym- 
outh), Quincy, Mass. 





Weight 

In the Feb. 5 issue of the Auto- 
motive Daily News, on page 15, 
you published an article entitled 
“GMC Fleet to Aid Fair Con- 
struction.” 


In the second paragraph of this 
article, it states that the trucks 
weigh 3,500 pounds each, and are 


would be not only the height of 
stupidity, but ought to be consid- 
ered downright treason to this 
industry. . . . Proof that this col- 
umn is read: More than a dozen 
letters from readers who “dis- 
covered” that the subject of my 
column two weeks ago was none 
other than Chevrolet’s sales man- 
ager, William E. Holler.—G.M.S. 


capable of carrying loads from 
7% to 10 tons which, of course, 
must be a mistake. 

Several of my dealers have writ- 
ten in, asking for the price of 
these 3,500-pound trucks that can 
carry from 7% to 10 tons, and I 
wish you would make a correction 
of this weight specification as 
soon as convenient.— Pierce J. 
Fleming, zone manager, Yellow 
Truck & Coach Mfg. Co., Buffalo, 
Ww. F. 

Editor’s Note: The publicity re- 
lease, which was in error, should 
have given the truck’s gross ve- 
hicle weight at 40,000 pounds. 


Interest 

The new Truck section of ADN 
has been read with much interest. 
I am sure it will be helpful to 
motor transportation interests.— 
R. G. Hudson, manager, truck di- 
vision, Studebaker Corp. 


Best Wishes 


I have read with interest your 
new Truck, Bus and Trailer sec- 
tion of Automotive Daily News for 
January, 1938 and I hasten to 
commend your publication for its 
sound judgment and initiative in 
starting this new section. 

The truck and trailer industry 
particularly needs the assistance 
of an active national publication 
for the trade. It is often surpris- 
ing to us in the operating end of 
the truck business to find how 
little acquainted the dealer from 
whom we buy our vehicles is with 
the problems facing the industry. 
Wide circulation of the Truck and 
Trailer section of the Automotive 
Daily News will rapidly acquaint 
dealers with the operating dif- 
ficulties of their customers. 

You have the best wishes of the 
Michigan Trucking Assn. for con- 
tinued success of this new sec- 
tion.—_D. B. Smith, general man- 
ager, MTA. 





Buyer Confidence Aim of Milwaukee Used Car Ads 


100 Dealers Enlist 


In News-Sentinel Drive 


Nearly 


MILWAUKEE. 


dred Milwaukee dealers have en-| 
the Milwaukee News| 


listed with 
and Sentinel in the used car pro- 
motion program, which is di- 
rected chiefly at reviving public 
confidence in used car merchan- 
dising. 

An investigation 
the News-Sentinel, it 
ported, revealed 


pursued by 


was 


tive used car buyer and the dealer. 
Moreover, the buyer seemed to 
have little or no confidence in the 
merchandise that was offered.” 

The system being used involves 
a total of 18 pages of educational 
copy, now being run in the News 
and the Sentinel, and the publi- 
cizing of a “used car value 
pledge,” signed by all dealers par- 
ticipating in the promotion. Copy 
will cover points such as what 
the buyer should expect in a used 
car; how he may judge the value 
of a used car; what constitutes a 
renewed car, and “facts every 
prospective used car buyer should 
know.” In addition, a reward of 
$100 is being offered for evidence 
against any one using News-Sen- 
tinel classifieds for fraudulent ad- 
vertising. 

The papers have also set up a 
“code of regulations” to govern 
advertising designed for their 
columns. The regulations are 
phrased to insure more complete 
honesty in used car advertising. 

In planning the campaign, the 
following suggestions for better- 


Orders Indicate 
Rise in Graham’s 


Exports in 1938 


DETROIT.—The number of or- 
ders thus far received for 1938 
model Grahams indicates that a 
considerable increase in total ex- 
port volume for the year is vir- 
tually assured, occording to C. H. 
Stempson, assistant Graham ex- 
port manager. 

“Shipments of 1938 models al- 
ready total 98 per cent of the cars 
shipped for the entire 1937 model 
year in Johannesburg, 78 per cent 
in Brussels, 83 per cent in Mexico 
City, 62 per cent in London and 
70 per cent in Santiago, Chile,” 
Stemson said. 


Trucks Transport 


Half of Livestock 


CHICAGO.—Nearly one-half of 
the cattle, hogs and sheep mar- 
keted in this country during 1937 
were transported from farms to 
markets by motor trucks. Up- 
wards of 33,000,000 head of live- 
stock, or over 48 per cent of the 
total marketed, and valued at 
nearly $1,000,000,000, were trucked 
to market last year, according to 
The Corn Belt Farm Dailies. 

It would have taken 643,000 rail 
cars carrying nearly 6,000,000 tons 
of livestock to transport the ton- 
nage that came to market in 1937 
via the highways. An estimated 
2,250,000 truckloads arrived at the 
markets during the year, some 
markets receiving over 2,000 
trucks in a 24-hour period. 





Chek-Chart Announces 
New Lubrication Book 


CHICAGO.—A new illustrated 
book designed to boost lubrica- 
tion sales, is announced here by 
Chek-Chart Corp. The book has 
over 2,500 pictures of all lubrica- 
tion and lubrication service points 
on 1938 car models. 

One section of the book con- 
tains 40 X-ray pictures of car 
parts, such as water pumps, fans, 
transmissions, etc., showing the 
construction and how the lubri- 
cant does its work. Printing is in 
two colors, red and black. 


re- | 
“practically no | 
confidence between the prospec- | *) 
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Nearly a hun- | ing used car merchandising were 


offered: 


l “The public is not used car | 


conscious because of the 
stress placed on new cars and 
the 24-month credit. We suggest 
a cut in credit on the sale of new 
cars to probably 12 months or less. 
We further suggest more liberal 
credit on the sale of used cars. 


¢) “Dealers should adhere to a/| 


= standard of quoting trade-in 
allowance. They should eliminate 
wild trading and operate on a 
basis that will assure a profit. 

“Organize the used car de- 
partment and follow the same 
principles .generally prevalent in 
new car sales divisions. In this 
connection the merchandise must 


be made desirable and the sales 


force must be properly trained | 


and generally supervised. 

{ “Dealers should actually ‘junk’ 
‘+ more old cars. There are 

thousands of cars in Milwaukee 

more than seven years old. We 

recommend the dealer should do 


all he can to get them ‘off the} 
road,’ thereby making ‘better used | 
buyers and thus contribute | 
toward the safety) 


car’ 
materially 
movement. 


m™ “We advocate 
¢” presentation of used cars with 
honest classified advertising.” 


Consider Tax Cut 


COLUMBIA, S. C.—The house 
roads committee has taken under 
consideration a bill to reduce the 
state gasoline tax from six cents to 
four, according to Chairman J. 

D. Zerbst. The latter said he had 
received 100 or more telegrams from 





oil dealers urging a favorable report. 


JACK 


| 
honest sales | 





Cincinnati Dealers Report 


Used Car Sales U pswing 


By Bob Beiser 

CINCINNATI.—Used car sales 
have picked up so rapidly in Cin- 
cinnati in the past few weeks that 
many of the large dealers now are 
down on salable stocks. Instead 
of applying unusual promotion on 
the sale of used cars, the dealers 
here are actually going out and 
bidding on units in surrounding 
territory. 

A few changes in local new car 
dealer set-ups in the past week 
have permitted used car dealers 
to replenish stocks fast dwindling 
and caused some rather heated 
competitive bids, which gives rise 
to the thought that when a dealer 
connection is changed by the fac- 


UP 


YOUR PROFIT.. 


tory representative, why permit 
the used cars to fall into the 
hands of the used car specialist. 

Used car dealers otherwise are 
finding it hard in this territory to 
bid in stocks with the result that 
new car dealers are supplying the 
demand in a greater percentage 
than ever before in a city that 
formerly was dominated in used 
car sales by used car specialists. 

Cincinnati dealers have turned 
thumbs down on over-heated used 
car promotion. 

Out of the 152 dealers, only 18 
desired a used car show and 
among the acceptances there were 
only six large dealers, so the idea 
of a used car show was given up. 


WITH MOHAIR VELVET UPHOLSTERY 


The percentage is in your favor every time you handle a car upholstered 
with mohair velvet! In new cars, its many advantages speed and smooth 


your sale. In cars you take in trade, its fine condition minimizes repair costs. 


VELMO Mohair Velvet’s long wear insures better trade-in value—as 
hundreds of dealer testimonials prove. And its ventilated back is an added 


strong sales-point for you—for it preserves the fabric’s beauty, prolongs 


its wear, and assures a comfortable ride in any weather! 


Just remember this, for your own profit’s sake: Any mohair velvet is 


better than none. 


VELINO 


VENTILATED 


MOHAIR 


VEGEutVvEes 


HASE lL. C. CHASE & COMPANY, 295 Fifth Avenue, at 31st Street, New York City 
Selling Division of Goodall-Sanford Industries 


Copyrignt, 1938, L. C. Chase & Comp 
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37 Automotive Exports Up 43% Over 1936 Value 


Chicago Nowa paper Using 


Unique Used 


Sreciet to Automotive Daily News 

ICAGO.—The Chicago Daily 
News is employing unique promo- 
tion of used car sales. 

Following a full-page adver- 
tisement by this newspaper in its 
Feb. 12 issue, another even more 
striking effort of the same size 
greeted the dealer body and the 
public of Chicago last Monday 
afternoon. 

Aside from its selling punch 
and assistance to dealers for that 
reason, the Feb. 21 ad glorified 
used cars as desirable merchan- 
dise which the public may buy 
with confidence. Around the copy 


Car Promotion 


appeal, appearing in the center 
of the advertisement, were re- 
produced actual photographs of 
late model motor cars of every 
make; and, under each, a caption 
pointing out the salient features. 

Nor is this the final effort of 


the News campaign to stimulate | 


the used car market at its own 
expense. Planned is a half-page 
advertisement Saturday pointing 
out current fine values. This is 
to be followed by two quarter 
pages pounding on the theme of 
“Now is the time to drive a better 
automobile.” 

Stressed in the copy are posi- 





| tive selling ideas. Attention is 
also focused upon the safety, per- 
formance and long-life features. 


The news campaign is fortified | 


by frequent confidence and good- 
will producing stories 
Jenkins, automobile editor. 

Outstanding work along edi- 
torial 
jective is being done by the auto- 
mobile editors of the two Hearst 
papers here. Rod Vandivert, of 
the Herald and Examiner, is the 
author of a series stressing re- 
conditioning by dealers, and Her- 
bert D. Wilson, of the Chicago 
Evening American, has been tack- 
ling the assignment from the 
viewpoint of bargains and values 
in used cars. 


by John | 


lines with the same ob-| 


|Reach 


| Special to Automotive Daily News 

| WASHINGTON.—Exports of all 
automotive products for the year 
ended Dec. 31, 1937, attained a 
valuation of $360,168,528, a gain 
of 43 per cent over the figure of 
$250,473,343 recorded during 1936, 
according to figures released this 
week by the U. S. department of 
commerce. 

This marked the fifth succes- 
sive year of improvement in the 
automotive export field, it is 
pointed out, and placed the year’s 


total as the fourth highest in the 
history of the industry, being ex- 
ceeded only by 1927, 1928 and 1929. 

Shipments of passenger cars 





Chris 
“Sparks” 
“wide-awake” 


sparkling 
the 


Sinsabaugh’s 
column is read by 
in the industry. 





PROFIT BY GLORIFYING CARS IN THE 


LOW-PRICED FIELD WITH THE 


BCEMILIME- EIMOR 


Cashin ON THE THREE-WAY 


SALES ACTION OF STREEMLINE ARMOR 


I 
2 
3 


tincti ion—streamline prestige. 


Installation extra 


Streemline Armor is an accessory easy to sell to the new car 
purchaser or present owner who wants plus eye appeal in his car. 


Streemline Armor sells new cars by giving them added dis- 


Streemline Armor stops trade-in losses by putting the modern 
touch in reconditioned cars that sells them quicker at a profit. 


STREEMLINE ARMOR 


LIST, PER SET 
ey SO St Tour o 
Throughout the U. S. 


Por full details of Streemline Ar- 
mor, prices and complete plan for 
increasing car and accessory sales 
and profit 


Send Coupon —-=> 


@A Three-way Sales Natural for 
Jobbers and Car Dealers. .... 


Streemline Armor puts Hollywood glamour in Fords, 
Chevrolets, Plymouths and Dodge cars. 


It puts the streamline—speed line of tomorrow into the car 
of today. 

It captures the prospects with irresistible eye appeal. 

Streemline Armor is made of heavy steel, highly polished 
chrome finish. 

It protects fenders against curb scratching and adds to their 
strength. 

Streemline Armor put on display cars in a jiffy without 
marring finish. 


Streemline Armor attached permanently to new or used 
cars—quickly and easily. 


Geuder, Paeschke & Frey Co, 
Automotive Mfg. Division 
Milwaukee, Wisconsin 
Please give full details of Streemline Armor, prices and com- 
plete plans for increasing my car and accessory sales and profit. 





Post-Depression H igh 
‘As All Types Show Gains 


and trucks combined accounted 
for $234,920,197, compared with 
$157,878,620 in the previous year, 
an increase of 48 per cent. Mis- 
cellaneous ‘automotive products 
totaled $125,248,331, an increase of 
35 per cent over the $92,594,723 
reported in 1936, it is shown. 

Passenger car demand reached 
229,486 units with a valuation of 
$134,814,725 (179,957 and $103,024,- 
254 in 1936), with purchases in 
each of the various price classes 
exceeding the 1936 figures. The 
Union of South Africa and Aus- 
tralia again occupied their posi- 
tions as the two most important 
consumers of American passenger 
cars during the year, followed by 
Argentina, Belgium, Canada, 
Sweden, Mexico, United Kingdom, 
Brazil and Japan in that order. 

Purchases of trucks and buses 
totaled 165,710 units worth $100,- 
105,472, as compared with 105,799 
and $54,854,366 in 1936. Argentina 
was the chief outlet, advancing 
from seventh position in 1936, with 
Belgium, Japan, British India, 
Union of South Africa, Sweden, 
Australia and France as other 
leading purchasers. 

Exports of miscellaneous auto- 
motive products amounted to 
$125,248,331 or 35 per cent above 
the 1936 figure of $92,594,723. Ship- 
ments in the various classifica- 
tions included in this general 
group, with 1936 figures in paren- 
theses, were as follows: Parts for 
assembly, $53,421,722 ($41,365,369) ; 
parts for replacement, $44,213,786 
($31,438,987); accessories, $5,291,- 
311 ($4,031,433); service appliances, 
$6,496,088 ($4,607,481) ; motorcycles, 
$891,205 ($1,015,256); motorcycle 
parts and accessories, $347,550 
($296,562); motorboats, $1,208,042 
($705,500); automobile engines, 
$9,044,018 ($5,659,048); internal 
combustion marine engines, $2,- 
230,530 ($1,488,522), and trailers, 
$1,033,039 ($1, 065,913). 


Open Branch Office 


CLEVELAND.—The Niagara Ma- 
chine & Tool Works, Buffalo, an- 
nounces the opening of a new fac- 
tory branch office here in the Leader 
Building. J. K. FitzGerald will be 
district sales manager. 


a0 168A 


REDUCED 
WEIGHT 


LOWERS HAULAGE COSTS 


Cutting the cost of coal between 
the mine and the consumer is a 
big problem confronting the oper- 


|ators of open pit strip mines. 
| Upon analysis it was found that 
| the, largest item of expense was 


transportation from the pit to the 


| coal tipple and the most obvious 


step was to increase the capacity 
of coal-carrying vehicles. This 
could be done only by lowering 
the dead weight within the limits 
of safety. This requirement was 
met successfully by the Austin- 
Western Road Machinery Co., 
with what is said to be the world’s 
largest semi- trailer coal-hauling 
unit which has a capacity of 25 
to 28 tons. Weight reduction was 
accomplished through the use of 
Nickel alloy steels which aided in 
reducing the size 
and weight of im- 
portant compo- 
nent parts. 
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th Dimension 


The News of Automotive Advertising 


By Pete Wembhoff 


Used Car Adrive 


Total of 9,850 newspapers, 400 radio stations and 25,000 
billboards will be used in $1,250,000 ad splurge concurrent} Advertising, Inc., west coast ad 
with National Used Car Exchange Week, Mar. 5-12, bank-| and publicity organization. 
rolled by car manufacturers, breakdown of outlay shows. 
Opening gun in drive’ll be fired Mar. 3, with publicity set 


for release Feb. 28, and will ” 


run through Mar. 11. Of 


the $1,250,000, newsheets 

will get two-thirds, or roughly 

$825,000, while radio and outdoor 

will divide the remaining third, 
or $425,000. 

Campaign, most concerted in 

last 10 years of automotive his- 

tory, is being 

overseen by 

manufacturers’ 

committee com- 


posed of J. R.| 


Davis, general 
sales manager, 
Ford; J. W. Di- 
neen, ad man- 
ager of General 
Motors Corp.; J. 
E. Fields, vice- 
A prez, Chrysler; 
M. M. Gillman, 
Barbier general man- 
ager, Packard; R. H. Grant, vice- 
prez, GM; Paul G. Hoffman, prez, 
Studebaker; Courtney Johnson, 
sales manager, Nash; and W. R. 
Tracy, vice-prez in charge of 
sales, Hudson. 

Advertising committee co n- 
sists of A. R. Barbier, adrector, 
Ford; C. P. Fisken, adrector, 
Chevrolet; Hugh Hitchcock, 
asst. adrector, Packard, and A. 
vanDerZee, general sales man- 
ager, Dodge. 


| 





‘ 


Publicity committee: Herb Dev- } 


ins, publicity director, J. Stirling 
Getchell (Plym- 
outh - De Soto); 
Nat Hopkins, 
publicist, Camp- 
bell - Ewald 
(Chevrolet); H. 
G. McCoy, pub- 
licist, N. W. 
Ayer (Ford); J. 
L. Sedwick, 
publicist, 
Brooke, Smith 
& French (Hud- 
son), and T. B. 
Stearns, publi- 
cist, Young & Rubicam 
ard). 

All car company agencies will 
participate in handling some 
phase of drive—newspaper blurbs: 
N. W. Ayer, Brooke, Smith & 

French, Camp- 
bell- Ewald and 
a... Stivchiag 
Getchell; bill- 
boards: Camp- 
bell-Ewald; 
radio: 


Fisken 
(Pack- 


Geyer, 





Brooke, | 
Smith & French, | 
Cornell | 


ers and allied firms will air plugs 
for used car week. 

Covering around 25,000 _ bill- 
boards, outdoor campaign will ex- 
tend over 7,000 towns. 

Additionally, co-operatien of 

newspapers and dealers has 
been obtained threugh special 
letters and portfolios. News- 
sheet portfolio outlines ways 
and means for newspapers to 
co-operate, including dummy 
stories, layouts, etc. 


| gives in detail how dealers can 
| participate, as regards advertis- 
| ing, posters, displays, etc. Special 
|}emblems have been worked out 
| ee use in blurbs, displays, et al. 


| Shifts 

Al G. Waddell, who's been han- 
|dling sales promotion for Rich- 
mond (Calif.) branch of Ford Mo- 
tor Co., resigns to take over pub- 
licity directorship at Harry Elliott 


First automotive editor of the 
Los Angeles Times, Waddell has 
been ADWN staff correspondent in 
northern California for some time 
and will continue to handle that 
assignment in addition to new job. 


| 


Forward 

Pontiac’s 
| with all folders, follow-ups, forms 
|and prospect mailing pieces done 
| in patriotic red, white and blue, 
sets up a definite job for every 
Pontiac retail salesman. 


Campaign carries banner of Cc. | 
Dealer plan books, in colors,| P. Simpson, Pontiac general sales | 





“Forward March” | 
|used car campaign for March, | 


7 


the month. Law of averages 
figured to give him several sales, 
too. 


Steps include contacts with 
owners of older used cars; tele- 
| phone calls, penny postcards and 
tags on likely cars company would 
|like to take in trade. 


Other features of Pontiac drive 
j}include 1,000,000 folders which 
factory is mailing direct to used 
car prospects; folders whach deal- 
ers can obtain for their own mail- 
jing; two follow-up promotional 
pieces to dealers secorad and third 
10-day periods of month; cam- 
paign will chart for dealers, cam- 
paign letterheads and enve- 
lopes; report forgms; a prospect 
manager: “May I be your sales; bonus plan boc, and complete 
manager during Pontiac’s forward | used car manus) containing sales 
march campaigns?” features of all cars from 1934 to 


Daily sked of six steps, if car- 1937. 

ried out, figured to give sales- | 

men 25 new daily contacts with | Chatter 
prospects. Every salesman who 
performs according to sked for 
20 ef the 27 working days in 
March will get $1 each day, thus 
being able te collect a maxi- 
mum of $27, in which case he 
will have made €75 contacts for 


Honors 


Adcopy of N. W. Ayer and 
Young & Rubicam agencies 
carried off honors Thursday 
night in the annual Adver- 
tising Awards of 1937, made 
in New York. 

Ayer’s newspaper copy for 
Ford captured honorable 
mention in the awards for 
technical excellence and 
ethical soundness. 

Y & R’s newsheet copy 
for Packard won honorable 
mention for technical dis- 
tinction. 





Emerran J. Poag, Dodge ad- 
rector, recuping from appendec- 
tomy in Sagimaw, Mich. . . . Liter- 
ary Digest suspends publication 
twQ weeks for reorg; expects to 
resume issue of Mar. 12. 


EW MACKS 


THAT OPEN UP A VAST NEW MARKET 


& Newell) @& 


(Nash), Grace & 
Bement 
mobile), 
Williams & 
Hitchcock Cunnyngham 
(Studebaker), J. W. 
(Graham), U. S. Advertising 
(Willys) and Young & Rubicam. 
Dailies 
population will get four inser- 
tions, plus one Sunday (Mar. 6); 
dailies in less than 25,000 popula- 
tion towns will get two insertions. 
Included in drive will be 1,950 
dailies, 7,800 weeklies and 100 
foreign-language prints, plus 
trade papers. Figured will get 
message across 
to 167,000,000 
Four hundred 
radio stations 
» across continent 
) will be used for 
'series of spot 
announcements, 
irunning nine 
days beginning 
Mar. 3, same 
time as opening 
of newspaper — 
onslaught. Ina vanDerZee 
addition to paid ether plugs, 
ozone shows of various car mak- 


Thompson | 


in towns above 25,000 | 


(Hup-| 2 
Roche, | 


Mack now offers the most complete 
line of trucks in the industry—sold., 
financed, and serviced by Mack. 
through 76 direct factory branches 
and over 350 leading dealers. 


Good news for the light-capacity haulers— 
and for responsible dealers who would be in- 
terested in a profitable Mack franchise. Here 
are the lowest-priced trucks ever to come out 
of Mack factories... base list prices starting 
at $985.00 for standard chassis F.O.B. factory. 
These new Macks, from 1'%4-tons up, are rated 
at 12,000 to 16,000 Ibs. gross vehicle weight.* 


In every detail of construction, these new 
Macks are worthy of the greatest name in 
motor trucks. They offer money-saving rug- 
gedness and stamina never before achieved in 
the light-capacity field. And their sleek. up- 
to-the-minute style makes them impressive 
rolling advertisements for any business. 


Write or wire for details now! 


MACK TRUCKS, INC., NEW YORK, N., Y. 





14 New 6-Wheel 
Models Added to 


°38 Federal Line 


DETROIT. — The addition of 
14 new 6-wheel models to its line 


has been announced by the Fed-| 


eral Motor Truck Co. These new 
models, ranging from two to eight 
ton capacity, include both con- 
ventional and  cab-over-engine 
types. 

“In adding the 6-wheelers, our 
line is now rounded out to 43 
models,” said K. M. Schaefer, gen- 
eral sales manager. “The 6-wheel 
type of truck, with its greater 
carrying capacity, is showing a 
steady increase in popularity be- 
cause it fits the needs of certain 
hauling jobs better and more 
economically than any other type 
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is, Parts Sales Index Drops 10% Under Dee. 


—_—___—_—__—<@ 


THE NEW FEDERAL 6-wheelers are available in three cab-over- 
engine type models from 2 to 6 tons capacity. 


of truck equipment,” continued 
Schaefer. 


In the new line of 6-wheelers, 


roads are good and grades me- 
dium; and dual drive for opera- 
tion over bad roads, snow or other 


\Figure is 22 Per Cent 
Below January Year Ago 


DETROIT. 


| National Standard Parts Assn. 
|automotive sales index, January 
|sales declined from 114 in De- 


cember to 102 in January. This is 
10 per cent below December and 
22 per cent below January, 1937. 

Replacement parts shipped to| 


wholesalers in January registered | Buick’ S 


95, just one point below Decem- | 
ber. However, this shows a de- 


cline of 15 per cent below Janv- | 


ary, 1937. Shop equipment and 


tools shipped to wholesalers in| 


January lost one point, from 107 


in December to 106 in January. | 
This is 7 per cent below January, 


1937. 
Original equipment shipped to 


According to the ; 1: 


Federal offers a single drive for | conditions 
city and inter-city hauling, where | traction. 





yaw 
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VERY year brings its quota of new 

car ‘‘features’’ that bloom awhile and 
then fade out. Free Wheeling, 4-speed 
transmissions, slanting radiators and 
side-mount spares—remember them? 

Hydraulic brakes, through 15 years 
of use, have been a favored selling fea- 
ture that grows stronger year by year. 

Why? 

Because people prefer Hydraulic 
Braking. With all America safety con- 
scious, brakes come in for close study 
by every prospect. And almost every 
motorist knows that Hydraulic Brakes 


requiring maximum 


I’m not interested 
in looks or gadgets. 
Give me one 
fundamental 
reason why I should 
buy new cars for 
our salesmen! 


Hypravtic 


BraxinG? 
I guess that’s 
fundamental, 
all right. 

I'll listen! 


are utterly dependable. . . give smooth, 
equalized, soft-pedal stopping ...retain 
their adjustment... require little serv- 
ice and no lubrication . .. and are 
sturdy and long-lived. 

Result? 

People are buying cars Hydraulic 
Brake-equipped. In fact, Hydraulic 
Braking frequently determines a pros- 
pect's choice of a car or truck. With so 
many overwhelming advantages, it is 
easy to see why Hydraulic Braking 
sells cars! 

HYDRAULIC BRAKE CoO., Detroit, Mich. 


LOCKHEED HYDRAULIC 
BRAKES 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORP. 


vehicle manufacturers in January 
decreased 39 per cent, from 206 to 


126. This is 50 per cent below 
January, 1937, which registered 
250. Export shipments for Janu- 
ary declined from 130 in Decem- 
ber to 98 in January. However, 
| export shipments were 6 per cent 
| above January a year ago. 


Sales 
Contiaus Ahead 
Of Last Year 


FLINT.—Buick dealers in the 
United States are doing a greater 


| volume of both new and used car 


business than they did at this 
time a year ago, with February 
sales showing a consistent in- 
crease both over last year and 
over the preceding month, accord- 
ing to W. F. Hufstader, general 
sales manager. 

Domestic retail deliveries of 
Buick motor cars during the sec- 
ond 10 days of February total 
3,169 units, Hufstader said, com- 
paring with 2,860 in the previous 
10 days and with 1,518 in the 
corresponding period a year ago. 
For the first 20 days of February, 
Buick’s new car sales aggregated 
6,029 against 5,620 in the first 20 
days of January and 3,309 in the 
corresponding period of February 
a year ago. 

The executive said that this 
volume indicates Buick will have 
experienced this year the best 
February since 1928. 

Used car sales by Buick dealers 
during the second 10 days of 
February were 8,304 units, he 
said, compared with 8,133 in the 
previous 10 days and with 8,047 
in the corresponding period a 
year ago. During the first 20 days 
of February Buick dealers sold 
16,437 used cars compared with 
14,302 in the like January period 
and with 15,033 in the first 20 days 
of February a year ago. 


Bantam Appoints 
District Managers 


BUTLER, Pa.—A. C. Olander, 
sales manager of the American 
Bantam Car Co., announces the 
appointment of W. M. Cage as 
district manager for New York 
and New England and J. C. Lud- 
dens as district manager for Ohio 
and Indiana. 

Cage came to Bantam from the 
Sun Mfg. Co., Chicago. He has 
been in the automobile business 
for the past 20 years and has been 
identified with Weidenhoff Co., 
Chicago, Willys-Overland Co., and 
F. B. Stearns Co., Cleveland. 

Luddens has been with the Ford 
Motor Co. and Willys-Overland 
for a number of years as sales 
representative. 


| Thomas Appointed 
SOUTH BEND.—S. R. Thomas 

| has been appointed chief engineer of 

{ Bantam Bearings Corp. He formerly 


was with the Automotive Bearing 
division, and Auburn, Cord and 


Duesenberg. 


DELTA 


aaa E 
Manufacturer of 
¢ SWITCHES « 
STH GS AS 
CONNECTORS 


Competent Enginecring 
Consistent Prices and 
CUP eerie eed 


DELTA ELECTRIC COMPANY 
Dept. 900, Marion, tnd. 





$ 


Moore Dollars 
for Dealers! 
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TRAILERS 


S.C. Withholds Action on Truck Limits 
Smaller Trucks Register 49% of 1937 Sales 


Truekin’| 


exe Qe 


Laws Force Change 
Fit the Truck 
Rudden Coins Phrase 
COE Trend 
sicaienenaba 
by 
Sack Weed 


RUCKERS WHO have been 

fighting various state length re- 
strictions during the past few 
years may yet find some wee 
small consolation in the results 
produced by these same seeming- 
ly drastic legal restrictions. They 
have been burdensome and to} 
many, very costly. But it’s a long 
row that has no turning. These 
same restrictions, it is becoming 
apparent, have at least jarred 
truck engineers into developing 
new designs for the haulers going 
into short length states that may 
eventually prove more economic 
than the staid vehicles of yester- 
year. 


*” * 


SOME SAY THAT the new 
COE creations don’t have the 
same roadability that the conven- 
tional trucks have, due to the 
shifting of more load forward. 
But I'll string along with the 
truck engineers. If the new de- 
signs are lacking in any operat- 


* 


ing abilities, the boys who work | 


the slide rules will find a cure for 


the ills in the not distant future. 
They haven’t fallen down on the | 


for hire boys who must make 
their nuts and java from the dif- 


ference between what it costs to} 
haul and what they get paid for | 
the carrying. It’s a cinch that in| 
conjested areas the new buggies | 


are taking hold. 


® 


FIT THE TRUCK to the job. 
New engineering in truck design, 
smoothly runs me into a phrase 
that has resounded down the halls 
of truck sales teaching as far 
back as I go and never has had 
the universal following in prac- 
tice that it should have had by 
the dealers and salesmen. Ray 
Rudden, the prexy at Federal 
Truck, however, 
phrase the battle cry of his sales 
force and means to see that his 
dealers and salesmen hew to that 
line in their dealings with the 
buyer. 


* * 


* * 


RAY SAYS (and I, along with 
many experienced sales managers, 
agree with him) that selling un- 
dersized equipment to a truck 
buyer benefits no one. The buyer 
is the first to lose as his equip- 
ment won’t stand up or is too 
costly to operate. The dealer and 
the factory get the back wash 
then as the buyer won’t admit he 
made a mistake in his purchase. 
To explain his difficulty, he will 
almost invariably claim the truck 
is just no damn good. And among 


* 


the operator friends in that city | 
' years ago. 


(Continued on Page 13, Col. 4) 


has made this | 





1\Under ‘One-Ton 


Sizes Show Best 


Gain Over =" 


Only 4 of 10 Largest Siena! 
Register Gain Despite 
a Record Year 


By Howard E. Hallas 
Associate Editor, ADN 


DETROIT.—The truck in-| 
dustry in setting a new all- 
time registration year in| 
1937 with 618,249 vehicles 


having been titled, also 
reached a new all-time high in 
the percentage of trucks of under | 
one ton sold as compared with all 
other sizes. 

Registrations show that in 1937 
this light class of commercial ve- 
hicle accounted for approximately | 
49 per cent of all trucks regis- 
tered and showed a gain for the 
year in its class of over 500 per | 
cent more than the gain for the} 
entire industry. 

While it is recognized that the 
heavy buying in the half-ton and 
three-quarter-ton class repre- 
sented a large per cent of new | 
truck owners, the unusually large 
increase in this class also repre- | 
sented, obviously, a swing to this | 
size vehicle by operators who 
formerly used trucks of larger 
tonnage. 


This feeling is further empha- 


sized by the fact that registra- | 
tions in the ton to ton and three- | 


quarter class lost 13 per cent in 
1937 as against 1936. 


During the past seven years the 
percentage of less than one-ton 


(Continued on Page 12, Col. 1) 


N. J. Board Seeks 
Uniform Trailer, 


Truck, Bus Laws 


Special to Automotive Daily News 


TRENTON, N. J.—Enactment | 


of uniform state statutes provid- 
ing for regulation of trailers; 
commercial motor vehicle trans- 
portation regulation, in conform- 


ity with the federal motor carrier | 
act, and uniform measures per- | 
taining to examination of drivers | 
| and other automobile laws will be 


sought by state commissions on 
interstate co-operation, it is re- 
vealed here in the report of the 
New Jersey commission on inter- 
state co-operation to the governor 
and state legislature. 

Motor vehicle regulation and 
highway safety are among the 
major problems being attacked 
through the interstate co-opera- 
tion movement, the commission 
reported, adding that 34 states 
have established commissions on 
interstate co-operation since the 
program was first launched three 


TRUCKER’S 
TOWER 
‘ES States OF 


ength 


PE States 
Length 
Single Unit 
30 ft. or Over 


Ohio 
Tractor-Trailer 


Kentucky 


I ractor- Trailer 


Tennessee 
Tractor-Trailer Length 
Length 35 ft. Max 


50 ft. Max 


Length 
40 ft 


Virginia and 
N. Carolina 
Width 


96 in 


S. Carolina 


Body Width 90 in 





Pennessce 


Kentuchy 
Length 
Single Unit 


26 ft., 6 in 


Ohio 
Length 
Single Unit 
35 fe 


Length 
Single Unit 
2° ft 


\ 


AW 


Alabama 
Length 
Single Unit 
0 tt 


N. Carolina 
16,000 Pounds 


Georgia 
Weight Per Axt 


Virginia 
17,600 Pounds 


c 
16,000 Pounds 10.000 Pounds 


TAVE 
OP EW DO0F 
7O 
INIER STATE 
COMMERCE 


Rebuild the Arch 

| 2 SCENT supreme court decision on the South Carolina | 
restrictive legislation and the importance of the case 
|/now pending in Kentucky again emphasize the need for 
all interests having anything to do with truck manufac- 
| ture, sales and operation to join together in concerted 
action toward eliminating for all time all legal barriers 
to interstate trucking. One out of every seven men gain- 
fully employed is employed by the great automotive in- 
dustry. Isn’t it time that the industry uses this great 
| voting power to at least get equal rights for its commer- 
cial product in all states? 


Assn., National Automobile Dealers Assn., American 
Automobile Assn., American Trucking Assn., National | 
Highway Users Conference, Interstate Commerce Com-| 
| mission, National Assn. Motor Bus Operators, and the tire | 
and petroleum associations get together with the Ameri-| 
can Assn. of State Highway officials to press congress| 
for a federal law as suggested by the supreme court, | 
which would end all border bickering. This is essential | 
to the entire automotive industry, users of equipment and | 
in public weal. 


New Store-Door Delivery 
Unit Gaining in Favor 


By Jack Weed delivery, Store Door delivery, 
Section Editor, ADN “Urban” and “Merchandor,” has 
DETROIT.—A new style com-|in less than a year demonstrated 
mercial vehicle and truck is | to many of America’s fleet opera- 
rapidly taking its place among/tors its fitness and ability to take | 
the major production types, as a| its place with the panel delivery, 
result of wide acceptance by sev-| the pick-up and the stake as an 
eral groups of large operators.| important body type. 
This new unit, the control fer- While the forward control de- 
ward overall body type, variously | livery has not actually taken its 
called “Metro,” Dearborn, C. O. E (Continued on Page 10, Col. 1) 





It is high time that the Automobile Manufacturers | 


eee 


Axle Limiting Act 
Held Serious Peril 
To Motor Haulage 


| Government to Be Asked 
for Uniform Legislation 
in All States 


By William Ullman 
Staff Correspondent, ADN 


WASHINGTON.—Definite 
steps are being taken this 
week toward averting any 
possible harmful effect upon 
the motor truck industry by 


the recent U. S. supreme court de- 
cision upholding, in the absence 
|of federal law to the contrary, 
the right of states to fix maximum 
| truck sizes and weights. 

Here in Washington the Ameri- 
|ean Trucking Assn. is pushing a 
movement designed to provide 
the federal government with au- 
thority to control sizes and 
| weights permissible in interstate 
|commerce. In South Carolina, 
where the test case originated, 
there is a strong disinclination to 
proceed with enforcement of the 
limitation law the high court has 
| upheld. The state senate already 
has passed a resolution instruct- 
| ing the state highway department 
|}and all law enforcement agencies 
and officers of the state, counties 
and municipalities not to enforce 
the 20,000-pound gross limitation 
pending disposition by the gen- 
eral assembly of legislation de- 
signed to liberalize the limit. The 
house is expected to concur this 
week. 

F. Ninian Beall, general coun- 


(Continued on Page 11, Col. 1) 


Plans Under Way 
for Fifth Annual 
U. S. Truck Show 


NEW YORK. — Plans for the 
fifth annual national motor truck 
| show, which will be held here at 
| the Port of New York authority 
| building, Nov. 9-15, are rapidly 
| taking shape. 

Lease for the building during 
| this period was signed by the 
| Management of both parties last 
week. 
| In speaking of the occasion J. 
| F. Winchester, president of the 
National Motor Truck Show, Inc., 
said: 

“Advance comments and tenta- 
| tive reservation of space by many 
| of America’s leading manufactur- 
| ing concerns indicate that they 
| have faith in the future of high- 
| way transportation and the suc- 
cess of this event,” declared J. F. 
Winchester, president of National 

| Motor Truck Show, Inc. 

| “The moving from Newark to 
New York City is created by the 
demands of the industry for more 
space,” 





| 
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Control Forward Overall Body ee in a 


New Vehicle is Designed 
For High Point Delivery 


(« ‘eabhened Seem Page 1) 


place in the large production 
classes as yet, due to a higher 
initial price and because the pro- 
motion of its sale is largely in the 
hands of a few independent body 
builders, the advantages which it 
brings to certain types of deliv- 
ery, and the results already ob- 
tained by many users, seems to 
indicate that it is well on its way 
to universal acceptance by that 
type of operator who has what is 


ee 


WT aie 
“CAA 


PETES ACARI ay 


FOUR LEADING EXAMPLES of the control forward overall 
body type that is gaining rapidly in popularity. Top, Willys-Over- | 
land “Delivery”; second from top, Studebaker “Urban”; third from | 
top, White “Merchandor,” and bottom, THC’s “International Package 


Delivery.” 


known as a door to door delivery 
or working delivery problem. 
Due to the increased loading 
area obtainable on the shorter 
wheelbases, it seems obvious that 


its use will also tend to affect the | 


average tonnage size used in this 
type of work. There seems to be 
every reason to believe that the 
half-ton and the new one-ton 
sizes will capture considerable 
business that for the past decade 


GENERAL DELIVERY 


wie warn oF monn on 


> 


| usable 


| has been going to the ton and a 

half panels which were 
largely because there was no 
other unit available which would 
give the operator sufficient cubic 
body capacity to make the haul 
economical. 

While the cab-over-engine prin- 
ciple which is embodied in this 
overall body design is not new to 
the truck business, having been 
used as far back as 1911 by heavy 
duty builders, its adaptation to 
the retail delivery classification is 
comparatively recent. 

Compared with the conven- 
tional panel delivery the control 
forward has practically double the 
cubic feet cargo 
The half-ton conventional 
has 120 cubic feet compared to 
250 cubic feet for the overall body. 
In the new one-ton the conven- 
|tional panel has approximately 


| cubic feet in the new type. 


New York, who now operates a 


carry a maximum of 550 pounds 
of cakes and pastries in boxes 


on a salary and commission basis 
an average of $30 a week. 


make and size chassis boosted the 
load possible to a 1,100-pound 
maximum which wholesaled at 
$160 and also is said to boost the 
driver’s earnings to around $45 
per week. With the overall body 
delivery the drivers are able to 
make approximately 83 stops a 
day while covering about 50 miles 
total. 


Even with the highest priced 
| bodies of this type offered to the 
trade today the cost to the buyer 
is said to be less per usable cubic 
foot cargo space than in the con- 
ventional type panel. Using a 


Built in 
Ip-1-11, 
ton sizes 





used | 


The new bodies on the same | 


freme 


a 


space. | 
panel | 


133 cubie feet as compared to 305 | § 


A convincing operation saving | 
through the use of half-ton con-| 
trol forward deliveries is found in | 
the figures given out by Herman | 
Tyor, of Wheatality Bakery, Inc., | 


fleet of 10 or more of these units. | 
In their conventional panel half- | 
|ton deliveries they were able to 


which wholesaled for about $80) 
and enabled the salesmen to earn | 


DARLANO © 
BY 


FURTHER STRIKING EXAMPLES of the control forward units 


discz:ssed in the accompanying article. 


bottom, Ford “Dearborn.” 


one-ton panel delivery priced $840 
at the factory as the basis of 
comparison, having a load space 
of 135 cubic feet the cost of the 
panel per cubic foot of carrying 


Top, Chevrolet “Metro,” and 


a usable cargo capacity of 305 
cubic feet and would only cost the 
buyer $3.93 per cubic foot. 

Selling this new type delivery 
unit should present no _ unsur- 


capacity would be $6.22 per foot. | mountable obstacle to the truck 


Using a $500 chassis as a base, 


and that is said to be approxi- | 
mately correct as the chassis cost| Mon sense way. 


and a body | 
| overall body on the short 


above unit, 
$700 at the factory, we 
vehicle costing 


of the 
costing 
| would have a 
| $1,200, 
than the conventional panel but | 


this same vehicle would now have | 


approximately $360 more | 


salesman who marshals his data 
and presents his facts in a com- 
In addition to 
load capacity of the 
wheel- 
base chassis, this type unit also 
presents the additional utility of 
being able to curb park in a much 


« Jontinued on Page 15, Col. 1) 


the extra 


™ URBAN 


|The Answer to Efficient Retail Delivery 


Montpelier Manufacturing Co. 


Originators of the Urban Delivery 


MONTPELIER 
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S.C. Postpones Enforcement of Limitations Law 


Government to be Asked 
For Uniform Legislation 


(Continued from Page 9) 


sel of the ATA, has drawn up a 
plan for congressional action | 
which would give the interstate 
commerce commission and the 
federal bureau of public roads 
authority over interstate truck 
sizes and weights. The ATA pro- | 
posal has been favorably received | 
by Thomas H. MacDonald, chief | 
of the bureau, and will be laid 
before ICC officials later this 
week. 

Under section 225 of the Motor 
Carrier Act the ICC is empowered 
to investigate the need of min- | 
imum weight limits below which 
states should not be permitted to 
go in regulation but that is where 
its authority in the matter now 
ends. Last November the ICC 
announced such an investigation | 
but nothing tangible has resulted. | 
Proposed legislation may consist 
of amendment of section 225 or | 
an entirely separate congress | 
measure may be introduced. 


Authority Undisturbed 


Delegation of regulatory au- | 
thority to federal agencies would | 
dispose of the supreme court’s | 
ruling that South Carolina was | 
entirely within her rights in lay- 
ing down limits of 20,000 pounds 
gross weight and 90-inch width 
for trucks. “Congress,” says the 
decision handed down by Justice | 
Stone, “has not undertaken to} 
regulate the weight and size of 
motor vehicles in interstate motor | 
traffic and has left undisturbed 
whatever authority in that regard 
the state has retained under the 
constitution.” 

The high court pointed out that 
the constitution gives the states | 
wide powers to regulate their own 
highways, canal and streams and | 
that these powers must be recog- 
nized by judicial bodies. The de- 
cision said that it is congress’ | 
right to decide whether the bur- 
dens imposed upon interstate 
commerce by state legislation are 
too great and to enact federal 
legislation to secure uniformity, 
curtail some of the states’ regula- 
tory power and otherwise protect 
the national interest in commerce. 


The vital section of the de- 
cision reads: 

“Congress, in the exercise of its 
plenary power to regulate inter- 
state commerce, may determine 
whether the burdens imposed on 
it by state regulation, otherwise 
permissible, are too great, and 
may, by legislation designed to 
secure uniformity or in other re- 
spects to protect the national in- 
terest in the commerce, curtail to | 
some extent the state’s regulatory | 
power. But that is a legislative, | 
not a judicial, function, to be per- | 
formed in the light of the con- 
gressional judgment of what is 
appropriate regulation of inter- 
state commerce, and the extent to 
which, in that field, state power | 
and local interests should be re- 
quired to yield to the national 
authority and interest.” 


Sees Congress’ Action 


It is such language in the de- 
cision that gives Beall confidence 
congress will act to permit use of | 
all of the nation’s highways to 
their full capacity by trucks. 

Congress’ action may give fed- 
eral agencies authority to compel 
states to accept maximum sizes 
and weights recommended by the | 
American Assn. of State Highway 
Officials. They are: Width, 8 
feet; height, 12 feet 6 inches; 
length, single vehicle, 35 feet, 
combinations, 45 feet; axle load, 
equipped with solid, cushion or 
high pressure pneumatics, 16,000 
pounds; wheel load, 8,000 pounds; 
low pressure pneumatics, wheel 
load, 9,000 pounds. The recom- 
mendations have the endorsement 
of the Automobile Manufacturers’ 
Assn. and numerous other affected 
groups. 

That South Carolinians gener- 
ally do not want their state to 





have oppressive truck limitations 
is shown by the fact that the 
general assembly last year passed 
a bill adopting the AASHO sched- 
ules of sizes and weights. The 
measure was vetoed, however, by 
Gov. Olin D. Johnston. 

As for the supreme court de- 
cision itself the ATA is taking an 


+} optimistic view of developments 
im- 


and General Counsel Beall 


| beneficial 


plies that it might even prove! 


AUTOMOTIVE DEALERS: 


have established a sound, profitable business with International Trucks. 
complete information. 


Cat era) 


to the trucking in- 


dustry. 

“Careful analysis of the de- 
cision,” he says, “leads to the con- 
clusion that the motor carrier 
industry ‘lost a battle but won a 
war,’ the supreme court carefully 
drew the distinction between the 
functions and duties of the 
federal judiciary and congress. It 
held that the judiciary could not, 
under the commerce clause of the 
constitution, substitute its judg- 
ment for the judgment of the leg- 
islature, but at the same time it 
clearly held that under the com- 
merce clause congress has plenary 
powers over subject matter. 

“The states have persisted in 
contending that their power over 


highways was complete and not 
divisible and that it was beyond 
the power of the federal govern- 
ment to regulate the use of the 
highways. The decision of the 
supreme court rested solely on the 


undertaken to regulate sizes and 
weights of motor vehicles and 
that in the absence of federal 
regulation the federal courts 
could not disturb the judgment of 
the state legislature. The supreme 
court went much further, how- 
ever, and put to rest the conten- 
tion of the state that such regu- 
lation was beyond the power of 
congress.” 

The court has pointed the way 
and it is now up to the industries 


involved to obtain legislation 
making federal control of truck 
sizes and weight effective through- 
out the country, Beall added. 

The movement for extending 
federal jurisdiction will be strong- 
ly supported by various shipping 
interests, particularly the citrus 
growers of Florida. Cary D. 
Landis, Florida’s attorney-general, 
regards the decision as a blow at 
the citrus growers because small 
truckloads do not pay the ship- 
pers, he said. 

The lowest gross weight regu- 
lations are found in seven south- 
ern states and one of the factors 
contributing to higher rates in 
that area undoubtedly is the re- 
striction on pay loads. 


« It is the Reputation of International Trucks, based on the testimony and good will of users such 


as the Pasco Packing Association, that makes International a valuable franchise for dealers. Many 
Ask our nearby Company-owned branch for 


aaa 


New International Model D-30, 
a popular light heavy-duty 
truck of 14g-ton rating. 


re 
ee a 
sperm 


Divide a $93 repair bill by 555,000 miles and the answer, 
according to Mr. Edwards of Florida, is convincing proof 
that “the quality and expert engineering in International 
Trucks make them the most economical and dependable 
trucks on the market.” 


International 
reputation 
on the job— 
L. C. Edwards, 
Sr. and Jr., of 
Tampa, Fior- 
ida, write us 


If trucking costs are an item of importance in your busi- 
ness, the letter from Mr. L. C. Edwards, Jr., of the Pasco 
Packing Association, at the left, talks your language. 

Mr. Edwards happens to be in the fruit business — but 
no matter what your particular business may be, there are 


innumerable firms with similar problems getting the same 
highly satisfactory results from hauling by International — 
and telling us so. 


For well over 30 years, International Harvester has been 


building trucks with not only dependability in mind, but 
economy of operation as well. Time alone has not built the 
reputation and preference for these trucks — performance 
per dollar on the cost sheets has been the answer. 


Today Harvester experience and high-grade workman- 


ship are available in acompletely newline of Internationals 
ranging in size from light-delivery units to powerful six- 
wheelers. At your service, at all International dealers and 
Company -owned branches. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue 


(NCORPORATED) 


Chicago, Illinois 


NTERNATIONAL TRUCKS 
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Trucks Under One-Ton Register 49% of ’37 Sales 


Nearly Equal to Industry’s 


(Contin ued from 1 Page 9) 


trucks has steadily increased 
while the percentage of one to 
1%-ton has just as consistently 
fallen off. In 1931 34 per cent of 
the total registration was in the 
less than one-ton class while 58 
per cent represented the ton to 
1%-ton class. By 1935 the less than 
one ton had crept up to 39 per 
cent of the total while the ton to 
1%-ton class had dropped to 54 
per cent of the registration. In 
1937 this latter class sold 43 per 
cent of the total. 

It is in the last two years that 


the real trend has developed in| 


what may be termed alarming 
proportions. During this two-year 
period the less than ton class has 


gained over 52 per cent in its} 
tonnage size while the entire in-| 
dustry has gained but 21 per cent. 
In fact the numerical gain in the | 
less than ton class has nearly 
equaled the numerical gain of the 
entire industry. 

The basic cause for this tre- 
mendous swing to the smaller 
commercial vehicles is hard to 
uncover. The fact that the manu- 
facturers have produced a much 
more sturdy unit than previously 
with larger bodies may have 
played an important part. Or 
dealers may have been letting the 
customer buy on price without 
|trying to make certain that he| 


| buying 





| was being sold the right truck for 


‘8 


+ 


| 
the job in hand. And there may | 


have been another upheaval in 
| the size 
number of truck buyers were 
| hauling such as occurred 10 or 12 
| years ago when merchants stopped 
in carload lots and be- 
cause the truck lines started com- 
ing past their door every day, got 
into the habit of ordering only 


enough merchandise from the 


| wholesaler to do them for two or 


three days. 


It is known that the farmer and | 


small town operator has been one 
of the largest buyers of trucks in 
the market and this is shown in 
the 1937 sales as 19 out of the 25 
states to show an increase in 
registrations over 1936 were in the 
main, farming states. 

While Chevrolet, Ford and 
Dodge captured 71 per cent of the 
1937 truck sales, this is a consid- 
erably less percentage than the 
same trio has registered in past 


of the loads the greater | 
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Sales Trend in Top States 


State 

New York 
> 
Pennsylvania 
California 
Illinois 

Ohio 
Michigan 
Missouri 
New Jersey 


— & 


SCOMAIRMQAAR WD 


= 


years. In 1934 these three makers 
sold 83 per cent of the market 
and in 1936 they sold 76 per cent 
of the total. Strikes at the height 
of the peak production period in 
1937 might account for some of 
the loss by these makers. The 
first five largest makers sold 98 


“AIR-TIGHT”’ AS A 


SOLDERED SEAL 


Once a Schrader Valve Cap is screwed into position, it performs its simple 
function as a stationary part of the tire valve assembly. It is a positive, air-tight 
seal, designed to hold 250 pounds of air even when put on with only hand 


tightening. Dirt, age and wear may cause any unprotected tire valve to lose 


air. The sealing of the valve mechanism against dirt and leakage is a function 
of the cap that cannot be supplied by any other part of the tire valve. 


KEEPS DIRT OUT 


Schrader 


REG.U.S. PAT. OFF. 


MAKERS 


OF 


PNEUMATI 


@ The metal shell swivels as cap is being 
applied. @ Metal plate acts as pivot, 
preventing distortion of rubber washer. 

© Inner metal plate reinforces washer, 
preventing contact with valve core plunger. 
@ Rubber washer seals valve mouth when 
cap is screwed down firmly by hand. 


C VALVES 


SINCE 


1844 


Plus or 
Minus 
12.763 
12,002 
2,769 
|-3,246 
672 
-1,588 
— 291 
- 972 
+1,511 
—1,758 


Reg. 
. .41,922 
. .40,905 
. .39,150 
. 36,901 
. .30,451 
. . 28,440 
. . 24,549 

19,170 


— eo 
COMAATIAKH WHA 


per cent of the trucks sold in 


1937. 


The registrations in the first 10 
highest buying states (see table) 
represented the sale of some 
298,203 trucks or 48 per cent of 
the total registration. Among 
these 10 states only four, New 
York, Texas, California and New 
Jersey, showed a gain in regis- 
trations over 1936. 

That great industrial and truck 
owning area north of the Ohio 
and east of the Mississippi rivers 
and including New England took 
43 per cent of the trucks bought 
last year while the industrial em- 
pire of Massachusetts, Connecti- 
cut, Rhode Island, New York, 
Pennsylvania, New Jersey, Mary- 
land, Ohio, Indiana, Michigan and 
Illinois accounted for but 38 per 
cent of the nation’s truck pur- 
chases. 


These facts, brought out in the 
1937 truck registrations, dre in- 
terpreted to point out to the 
smaller manufacturers that they 
must invade the smaller towns 
with a widespread dealer body if 
they are to capture their per- 
centage of the new growing truck 
market. The buying last year is 
also thought to indicate that the 
fleet operator in the metropolitan 
centers is not as important a fac- 
tor in modern truck sales as he 
has been pictured in the past. 
With the low tonnage size as 
heavy in the total picture as last 
year’s registrations seem to indi- 
cate and with heavy buying in the 
small towns and in farming areas, 
the one-two sale has become the 





center of many truck sales man- 
agers’ targets. 
Passing Up Profit 

These facts also, authorities say, 
should point out to the dealer in 
the smaller towns and cities who 
is not handling a truck line that 
he is without doubt passing up a 
profit opportunity that will not 
increase his overhead one dollar 
to get. It has been demonstrated 
time and time again, say sales 
managers, that the average good 


| dealer that sells from 10 trucks 


up per year along with his pas- 
senger car line does not have to 
lay out any more than his initial 
order payment to get into the 
| truck business, and after he has 
| turned this initial order he should 
be working on net profits. 


Five states, Arkansas, Florida, 
Kansas, New Hampshire and 
North Carolina, all farming states 
registered more trucks in Decem- 
ber, 1937, than they did in the 
same month in 1936, in spite of 
the fact that the heavy registra- 
tion in 1936 took place in the last 





half of the year. Florida nearly 
|doubled her truck purchases in 
| December. Three states in the 
| first 38 reported for January this 
| year also show more registrations 
| than in the same month last year. 


| 
| 


Top Truck Ten 
Pos. Pos. 
37 Company "36 
1 Ford 


Reg. 
189,376 
. .183,674 


— 
AIAN PK PO 


Plymouth oe 
Diamond T .. 


SOM OIA Wt 


Studebaker .. 


_ 
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Ohio Dealer’s Success Built on Personal Contact 


Knowledge of Buyers’ Need 


Voelker’s Key to Profits 


Special to Automotive Daily Neu 
CLEVELAND.—After 22 years} 
of selling new and used trucks 
for one concern, Johnny Voelker | 
finally went into business for 
himself to prove that it is pos-| 
sible for a dealer to make money | 
in the truck business, even} 
though that be a dealership in a 
big city. And he has proved it. 


Last year Voelker sold 74 trucks | 


as a dealer under the Interna- 
tional Harvester Co. Cleveland 
branch and made nearly $6,000 
net despite the fact that his store 
is within a mile of the branch 
retail store. 

Of these 74 trucks, 80 per cent 
were sold for cash or to custom- 
ers who had such a good credit 


truck should fail in any way 
after I’ve sold it to a customer | 
as a rebuilt job, I take it back} 
in my shop and fix it free of | 
charge. Every used truck I take | 
in either goes into my service de- | 
partment here in this store to be | 
rebuilt within 48 hours or it is} 
sold as a junker. I won’t have) 
a junker around the place. They | 
not only cost the dealer money | 
every day they set on the lot, but | 
they spoil the appearance of the | 
salable merchandise on the same | 
lot.” 


According to Voelker, the trade | 
taken in on a heavy duty truck | 
sale is usually a junker and is| 
worth just what it weighs for | 
iron. 


A 
>» 





trades in the lower tonnage 
brackets higher. He tries to aver- 
age a 10 per cent net profit on| 
every used truck he takes in. He 
can only do this by rebuilding the 
better jobs and selling them to 
buyers’ who need good, usable 
trucks but can’t afford to buy 
new ones. By being always hon- 
est with his customers and mak- 
ing certain his rebuilt trucks will 
deliver without trouble, Voelker 
has built up a reputation among 
this class of buyers in Cleveland 
and usually has buyers waiting 
for the used trucks he takes in. 
This is the kind of sales energy 
that produces $90,000 worth of | 
truck business out of an approxi- 
mate total business for the deal-| 
ership of $150,000 a year. This is | 
the type of live selling that keeps | 
over 70 per cent of Voelker sales 
in the over one-ton models, in| 


spite of the fact that 49 per cent | 


Truckin’ 


(Continued from Page 9) 
the dealer and the product have 
to live that damning down. 
* + * 

THIS RAY RUDDEN in the 20 
years he has been working up at 
Federal Truck from boss’ secre- 
tary to being the big boss himself 
has seen so many cases of trucks 
improperly fitted into their jobs 
and has seen the costly results of 
this type of selling that he knows 
Federal dealers will always be 
doing the customer a favor by 
refusing to sell a buyer a truck 
they know is undersized for the 
job just because the buyer wants 
to buy cheap. Such trucks are 
costly in repairs and lost time 
due to failures. It usually costs 
the customer much more in main- 


undersized truck than a properly 
fitted good truck would have cost 
him in the first place. 

* ao * 

TRUCK BUYERS should be 
educated, Rudden believes, against 
the dealers and salesmen who 
take advantage of the buyer’s 
price cupidity. In this age of al- 
most universal overloading, the 
dealer who deliberately sells his 
customer an _ undersized truck 
starts the customer off behind the 
eight ball and stands to lose a 
customer or all his profit on the 
deal keeping the cheap truck on 
the road. Ray compares such a 
sale to that of a responsible con- 
tractor who builds a_ beautiful 
large house on a foundation of 
posts and sells it on time to a 
home owner. “Protect Federal’s 
good name by selling the right 
truck for the job” seems to be a 
mighty good slogan for Federal 
dealers to follow and for other 





The style element tends to/| of the trucks sold last year were | 


dealers to consider. 


rating they bought on open ac- 
count and trades were involved 
in only 40 per cent of the sales. 
Twenty-three trucks were sold in 
seven fleets and most of these 
sales were clean deals without a 
trade-in. 


Will Offset “Coldness” 


Asked how he could compete | 


with the branch retail depart- 
ment in practically the same loca- 
tion in the same city, Voelker de- 


clared that “the personal contact | 


which a good dealer can give his 
customer will always offset the 
cold contact of branch operation.” 


Johnny Voelker, or J. Voelker 
Motor Sales as his company is 
known, has three salesmen 
addition to himself. Two of these | 
men spend practically all of their 
time on truck sales while the 


make the percentage of resalable | 


under one ton. 








in | 


other looks after the Hudson pas- | 


Voelker is also 
although he 


senger car sales. 
a Hudson dealer, 
started with International 
years ago and took on Hudson | 
about six months later. 

“Good, efficient service is ex- 
tremely important in the truck | 
business if a dealer is to hold his 
customers,” said Voelker. “Sur- 
prising as it may seem, being in 
the same part of town as the 
branch under which I work is a 
distinct advantage instead of a 
handicap, from the standpoint of 
service. The branch carries a 
complete stock of parts for all 
models, old and new. They carry 
thousands of dollars’ worth more 
parts than a small dealer could 
possibly carry. So I have all my 


five | 3 


American Automobile Association 


CERTIFICATE OF PERFORMANCE 


CHEVROLET ECONOMY IS PROVED 
BY A.A.A. CERTIFIED RECORDS 


Washington, B. C. 


~— 


Conteoot “Board, Qucvtcan Qutomobile (@osociation 





customers’ work done at the 
branch by the branch service 
force. They bill me and I bill my 
customers for the work done. 
Thus, if some minor thing breaks 
or needs replacing and I think a 
no charge bill will create cus- 
tomer goodwill more than enough 
to offset the cost, I frequently 
never charge my customers for 
the little things. 
Rely on Dealer 

“With the change in labor con- 
ditions of the past few years, 
service is more important than 
ever before,” says Voelker. “The 
small fleet operator, the laundry 
and wholesale baker, don’t keep 
a mechanic or two to keep their 
equipment in repair but now rely 
on the dealer for this service. Of 
course, the engineering changes 
made in trucks during the past 
few years has eliminated a lot of 
the valve-grinding and motor 
overhaul work that used to be 
necessary at more or less fre- 
quent intervals, but there still is 
need for quick service and the 
service radius in which a dealer 
or branch can properly serve is 
within a 10-mile circle. Outside 
of that radius the customer loses 
too much time coming to the 
shop.” 

“I try to find the type of cus- 
tomer who appreciates honest 
value and make sure I give him 
honest value,” Voelker said. 
“Even in used trucks, I rebuild 
and repaint every used truck I 
sell a customer. In this way I 
can tell my customers just what 
service they can expect from the 
used truck I sell them and I take 
care that what I tell them is prac- 
tically a guarantee. If a used 





A 1938 CHEVROLET 1-1/2 TON TRUCK, SERIAL # ITB12-1799, MOTOR # 71504389, OF STRICTLY STOCK STATUS, 
MANUFACTURED BY THE CHEVROLET MCTOR CO., 


that 


|tenance and lost time with an 


AND EQUIPPED WITH APPROVED ACCESSORIES, 


Stock Model 1%-Ton 
Truck, Carrying 4,590- 
Pound Payload, Does 
3,022 Miles, from 
Ottawa, Canada, to 
Mexico City, at Total 
Cost of $43.84 for 
Gas, Oil and Grease. 


WAS OFFICIALLY OBSERVED ON THE OTTAWA TO MEXICO CITY PORTICN OF THE 
“LONG DISTANCE SAFETY AND DEPENDABILITY RUN", ESTABLISHING THE FOLLOWING RESULTS 


. MILES 


NET RUWNING TIME..... ceecece 
AVERAGE SPEED, M.P.H........ 
WEIGHT, GROSS, INCLUDING CREW 


WEIGHT OF PAYLOAD 


OFFICIAL AAA OBSERVER: STANLEY L. REED 


JAN. 14 TO 26 MILES PER GAL. OF GAS. 

W22.2 
+ 97 HR, 2) MIN. 
eeecccccce 31.04 


OIL ACTUALLY CONSUMED, QTS. 
MILES PER Qf. OF OIL 


TON-MILES PER GAL. (GROSS ST.)... 


TOTAL COST, GAS, OIL, AND LUBE...$43.64 
TOTAL COST PER MILE......--- 


cocce $.0145 


NO REPAIRS OR TIRE CHANGES REQUIRED 


=6 2 3 ch S udites ° 


Tachaiaal Ragrasentalede 


Fe. 


Tha Decretary 


The Ottawa, Canada-Mexico City run was made 
January 14-26, 1938, by a Chevrolet 112-Ton Truck 


picked at random off the assembly line at Flint, 


Mich., by representatives of the A. A.A. Contest 


Board. Its noteworthy record was achieved in spite 


DRIVER: HARRY HARTZ, AAA REG. # 50 


_—_ eg —__ 
ETAT XoTEAY 
And be 


of the rigors of winter driving and despite the steep 
climbs to Mexico City, 7,415 feet above sea level. 
Read, 


therefore, the official figures given in the 


But figures speak louder than words. 


A. A.A. Contest Board certificate, as shown above. 


CHEVROLET MOTOR DIVISION, General Motors Sales Corporation, DETROIT, MICHIGAN 
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New Commercial Car Registrations, 12 Months Total, 1937-1936 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


STATES 


Autocar 

Brockway 

Chevrolet 

national 

Plymouth 
Sterling 
Studebaker 
Terraplane 


12874 
13187 
3659 
3510 
10836 
9485 
36901 
33656 
8411 
9060 
7767 
8240 
1882 
1723 
10722 
9412 
12998 
12941 
4454 
4939 
30451 
31123 
18269 
20027 
12449 
12999 
12409 
11406 
11597 
10870 
10111 
9753 
5658 
5337 
7763 
7382 
16235 
15350 
24549 
24840 
13555 
14144 
11176 
10367 
19170 
20142 
5044 
5930 
6202 
6996 
1167 
1210 
3022 
3196 
18446 
16935 
5089 
$545 
41922 
39159 
15691 
14286 
3193 
2680 
28440 
30028 
14702 
14737 


40 
14 
51| 


82 
77 
31 
19/ 


2 18 
11| 8 
21| 45 
37| 25 30) 
36| 29 32| 10 
33} 3 25| 12 
350| 120 735| 462| 379 
273 103 310 136) 355 
106) 2| 2| 66, 101] 37 

25 64| | 98 66} 35 
208} 131 10) 25 51 a 160 
65 ¢ 9} 37 31 29} 132 
33 3] 9 11| 6| 
10 5 14| 2| 7 
263) 36 76 66 
22 15 20 73| 
148 47 50 66 13 
1265 35| 4748! 439) 34; 1330 18 20 14 75 66 
370 5| 1260) 298] 1| 677 11 94) | | 133; 98 21| 9 
658 2} 1435) 251) 9 676 4| 8 32) 50 12| 26 
3475| 247| 8519| 1933 37| 4791, 285) 645 185} 156) 347 29 
4511 250| 8410) 1141| 121) 4317 148 119 271 81 337) 37 
2298 72| 5043) 1380) 54| 2799 84 476| 296} 167! 178 54 
3271) 86| 5355| 892) 67 2696! 83} 119 149| 96| 236 17 191; 129 
1100 26| 3780! 479 5| 2205) 27; 283 90) | 126) 124} 10 13 
1540 21| 3635) 349) 6| 1990) 38 74| 82| 2| 52 52 13 26 
859 14| 3755! 977] 2! 1783) 11; = 288} 78 | 106) 186) 28) 7 
1312 15| 3165) 452) 7, 1447 16| 68 39| 30 58| 50) 6 
1221 69| 3328! 1106 35| 1630 57 273 87 11 118} 56 68} 16 35 
1582| 39| 2668) 593) 22| 1615 51 40 107 11} 40) 39) 87) 25 25 
681) 6| 3946) 409 13} 1540 25 150) 35) | 26) 21) 42 22| 8 
988 3166 214) 4| 1389| 22| 35 44 3! 1 4| 39) 65} 34 
431| 2157, 339) 1, 463) 41 96, +22 | 3) 64 22) 1 13 
649| 1784| 253] 8| 379] 32 19] 56| 1| 24 33] 1 12 
965) 29| 2033; 473; 31| 843) 118 149) 19) 30) 38 124 
1114 25) 1794) 401) 21 859) 89| 41| 49) d 12) 42| 147 
1765} 121! 5371) 1289 | 1372| 277 306, 215) 49) 82! 74| 291 
105| 5052) 952| | 1238) 220] 43| 219 57| 100| 237| 
264 8749 2016) 1927) 66| 441) 327 3} . 139) 90 
303} 8891| 1414 1575 54 78| 387| 3) 104 147 
61| 4338, 669] 2109 46, 311) 72| 11} 125) 76 
76| 4284) 544 1788 50 86} 103) 14 83) 116) 
4357| 508 1431) 6 185! 9| | | 20 

3019| 188 1503) | 12 17 2 
5424| 1457) 2457 73| 347 78) 88! 

5420) 873 2047 104| 76 59| 78 

1490' 290) 917| 2} =: 103} 10 93 
1751 146) 981 1! 23 38 26) 83) 

2019 367) 1112 38 107| 21 32) 46 

2021| 285) 1129 40} 31) 31) 9| 29 
310) 108! 118 5 31) 5 34| 
394| 61} 132 5) 3] 9| . 2 6| 5| 3 6| 151 
1084| 153) 229 »3= 333 45| 24 14 29) 19 10 2) 20] 
1051) 137] 278 41) 10| 57| 24| 21} 9 18| 2] 

5002! 1216 2024 480! 602! 120) 61, 124) 126) 336) | 191 

4773| 819 1848 365) 2 115] 62) 145 60| 349 1| 220] 
1444, 484! 636 29 201) 15| 24) 38 45) 61 

| 1253 153) 5| 621 1 12 23| | 2| 38 16 5] 
197/ 10580 3946) 377 4665 1300) 821| 296| 30} 421/ 296) 176 940 20! +516| 
197| 10676| 2224) 269) 4287 931 140 780 36, 485] 


. 299 326! 27 509! 294 6 oo 4 
1400! 21) 5304 776) 32) 1925 112 383) 62) | | 22| 76| 88 8 58 | 
2017 16 4110) 31| 1357) 109) 14 _100}__10| __ 604 


ia | 0! 452) 1 F 39 | 10! 24 D 
271 1/928) 99 744 1 63) 10) 22) 39 1 l 131 
263! | 795] 532 8] 


2 88 9 27 11 =) 13| 13} =o] Ss 
3766, 119! 8095) 2020! 135! 3364 573) 243) 55, 249| 307° 575 104) 1491 
5167 127| 8426) 251] 


516 i A 1196) 165 84! 282! 54! 260!) 60| 512) 204 511 
1109 33! 4891) 943 3 242) 26! 58) 70) 63) 17) 66] 
1532! 30| 4613! 49] 


| 153% AGI 413 27| 17 64 8 35) G1 63) 4g 7 
49) 798) 85 2268 676 13 181 56 122! 127) 73 43 37] 7859 
70| 1301) 120| 2270 41] 8050 


. 301) | 2270) 438 28 57 l 7 33 70} =o} 22] at 
755° 5346 121, 9626) 2973) 106 5182 1226) 466) 37| 222) 487] 123' 616 32| 434] 39150 
1 869) 6949| 331) 10527) 2344) 191) 5535 369 376 38| 288 499) 76 754 56| 182] =—41919 
677 56, 288) 24) 1016 237] 1| 177 73) —s«19) a a ee (:) <) |  10f = 2749 
__ 673) 82) 401) = 40) 820) 248) 2 176 14| 57 5 1| 24) 7 45) _| 3] 2594 
2539 15| 748 11/ 2531 363 21 «631 175 11) 23) «55! 49 4 211 7257 
2596) 13) 765 8] 1804) 159) 25 564 20 20| 13} 9| 22} 32| 21| 23] 6091 
715 42| 268 1) 812) 134] | 514! 11 53} 40) 27/23 2 1 161-2659 
1000} 32 407) 3 847 87) 4| 477 3 18 37) 8| 18) 6 1 48 2962 
3342 82) 1172 90' 3367) 798 8 1481 12) 231| 35] 48) 3) 79 10 12t =©10799 
3758 110° :1742| ~—:166) 2848) 432 11| 1693 16 34) 20) 56) 18 84 61 131 11062 
| 13463 305) 3138 30! 14449! 2042) 74, 5382 160 830) 82) 1} 314) 276) 223 57 78 | 40905 
15757| 281| 3845) 42! 12051 909] 104) 5088 84 85| 89| | 34, 152| 193| 122 64] 38903 
935 30 352 4 925; 301) 2 543) 21 72) 1) 59) 15 24 21 3298 
1150 20) 588 10) (1076) 188) 1| 447! 14) 1 14 | | 17| 19| 7 it 8571 
595 27 288) 5 902 193) 7 264 11 56) 19) 5| 15) 17| 22 5! 2444 
693} 29 7 


13 133 


26 
110 
15 
240 
27 
860 
133 
211 


594] 
2771 10 
340) 18 
100 446 1 
786 Td 5 
243 6) 1| 
130! 9704, 3624, 68| 3551, 326 

6338} 141, 9243) 2493) 126 3312 195 
939, 15, 2546, 684) 2; 1081 34 
1418 33) 2672) 389] 13) 1125 5 
759| 75| 2108| 596, 32| 1025, 213 
1036} 110) 2249) 463) 35) 1082 232 
114] | 507) 162 2). 191, +13 
127 | 446) 117/ 2} 160 5 
987, 41, 4068, 582;  11| 1304 93 
1206 39} 3116) 284 12} 1205 39 
1217; 30| 5311) +709 18 1194) 60 
41 


Alabama 


. 


589) 
5 7 2¢ | 
1346 
1248) 
3498 
3790| 
10134] 
9056) 
2347 
2921) 
2032 
2286 

790) 3 
795) 5 
| 2887] 78 
| 2974 48 
| 4063 
| 4712 


n 


24 
6 
3 
1 
370 


351 


47 
48 


82 
51 

l 7) 
20 

12 


15 
4 


28 
12 
293 
332 
99 
122 
29 
34 
50 
58 


12 
19} 
78 
47 
278 
283 
186, 
203} 
121 
140) 


Arizona 
692 
724| 2) 4539 
992 5) 


| 3374 
5160 





Arkansas 


California 


63) 
31| 


Colorado 


Connecticut 








Delaware 


75 


Florida 
204 





Georgia 
93| 
67) 
55) 
915! 
958 
285 
349| 
237 
292 
244 
243) 
112 
144| 
87| 
101) 
16 
16 
92) 
124) 
225) 
210; 2240 
169| 3078 
163) 4007 
255 1183 
327| 1732 
23| 670 
22| 888) 
284, 1635 
313) 2216 
| 112) 
‘ 133 
109) 
151) 
36 
11) 
10 
13} 
501! 
390! 
60) 
58 
961 
1025) 
50 
104 
32 
18 
312 
112 
81 
89| 


1362) 

1684 
2) 8218 

9754 
3) 4765 
6101 
lowa , 3913 
| 4793 
4017 
4438 
3370 
3782 
3100 
3644 
1904 
2038 
2556) 
2496 
4029 
4131/ 
6631 


Idaho 


32 
35| 


269 10 
204 11 
137] 1| 61| 


Indiana 











Kansas 


"37 l 





Kentucky 


"37 
"36 1 ! 
37 | 6 9) 
36 | 5 17) 
"37 75 58 
36 57| «55 
’37 234 140 
"36 200 126 
37 | 12 1| 
36] 11] 7419 
371 13) 3995 
36 | 1| | 4720) 
"37 | | 

36 | 

37 | 14) 
36 | 16 
‘a7 5 

36 | 

37 | 

36] 

37 | 
361 2 
"371 10 
36 | 11} 
"37 244 
"36 | 

"371 
"361 
371 
36 | 
37 | 
36 | 
37 | 
36 1 
371 
36 1 
37 1 
36 | 
"274 
"36 | 
37 | 
736 | 
37 | 
36 | 
37 | 
361 
37] 
"361 
37 1 
"361 
37 | 
36 | 
37 | 
36] 
37 | 
36 | 


Louisiana 

















5 55 
3 38 


3 


Maryland 





125 
104 


14 222 
43 157 


6 6141 
9| 143 
7) 7 
15| 2 
162) 8 92] 
143] 12 


85] 
32 1) 21 
33| 6| 9 
11) 1| 19] 
| ‘16 8) 1] 
16 8) 19] 


222) 
31) 
395 
124 
128) 
49) 
16) 
17| 
48) 
33] 
63) 


Massachusetts 





Michigan 





Minnesota 





Mississippi 








Missouri 
Montana 


Nebraska 





366) 
375| 
975) 
998| 
4865} 
4548) 
1705 
1915} 
10400 
9895) 
5354! 
5789| 
969 
896) 
8000 
8827| 
5120 
5 883} 
2408) 
2604 
9944 
| 11381 


Nevada 





New Hampshire 
464 
2153 
2632) 
398 
426 
4710 
5880 


New Jersey 


New Mexico 
17| 


New York 
North Carolina 


North Dakota 


246 
238 
31) 
40 
66 
44 
668 
575) 
46 
35 


59 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 


Rhode Island 7 





South Carolina 
South Dakota 
Tennessee 


Texas 


Utah 





i 


29) 


Vermont 
317) 4] 768) 157! 226 13| 5 19| 6| s| 13 51 =. 2308 


Virginia 
Washington 
West Virginia 
*Wisconsin 


Wyoming 


371 
"361 
"37 | 
361 
37 | 
36] 


36 | 


"371 


36) 


. i 


~17| +4890 
12| 5580 

| 2869 
3315| 

3119) 
_ 3303) 
5081 

5549 

748| 

951) 


32 
58 
85| 
87 
117 
134 
445 
390 
45 


37 


1108 
1538 
1148| 
1677| 

999 
1506 
1677 
2326 

273) 

382| 


23| 
21 
21 
27 
37) 
_ 68) 
+ 
5e } 
16 


12| 


820 
535 

905) 
614| 


4390 
3842 
2596 
3043) 
2494!) 683 
2331) 461) 
4886! 1075) 
4526) 804 
768) 162 
767| 59! 





Dist. of Columbia 


*12 Months 
Total 


371 
36 | 


12 
19| 


a8) 


20 830 


16 


21 


329 
479) 


"371+ 2180! 1593/183674| 8182) 64140 


36 | 


1451 


1695|204344 


8750 


85295) 


15 


20! 


803) 335 
828] 254 


2752/189376| 43518] 
2930|177244! 26980 


3 
8 
19 
47| 
; 
12 
16 
21! 


3) 


1102 
1003 
1554 
1263 
990 
1048) 
1973) 
1806 
433| 
892) 


1373! 76219 
1705| 71958| 
*Wisconsin estimated for July-December, 1937 


43) 
36! 
89 
87| 
33) 
18) 
66! 
43 
20) 


25 
26 


206 
33! 
183) 

48 
384! 
59 
437) 
98} 
46) 

1 


5 


30} 
39} 
79| 
52 
138) 
91) 
141) 
105! 
18 


5509| 13603) 4226) 


4220] 


2420) 


4227| 


3) 

4| 

5) 

| 

1) 

| ; 1! 
26) 20) 
16) 11) 


| al 


‘| 
322} 1147 
277| 


1280 


5 


36) 
34 
161! 
$2 
79! 
32 
166 
74) 
39 
9 
10) 
22} 
5113) 
3279 


58| 
12! 
231 
64 
66 
21/ 
128) 
61) 
15) 
12! 
11) 
5| 
4826| 
1905| 


63 
70} 
96 
57 
83 
48| 
99 
113| 
31 
11) 
35 
52 
5949 
5757 


4il 

291 
1211 

641 


si 


207 | 

Bt 
31 

430° 


720 


38 


116! 


12928 
12904 
10222 
10666 
9269 

9181 
16415 
16237 
2627 
_ 2661 
2857 


2940 


38361 618249 


3480 | 


611644 
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Control Forward Overall Body Gaining i in Favor 


| New Vehicle is Designed 


For High Point Delivery! 


(€ ‘ontinued from Page 10) 


smaller space. This is steadily | body is being successfully used on | 


getting to be a more and more 
important factor in the efficiency | 


the ton and a half trucks in both 
long and standard wheelbases for 


of door to door deliveries. The | certain types of hauls. In the 


driver is close to a broad wind- 
shield and has no high cowl and 
fenders to bother him and is in a 


long wheelbase this type of body 


|is said to make a very efficient 


much more advantageous position | 


for driving in heavy congested 
traffic. 

Most highly congested residen- | 
tial areas where deliveries are 
highest, school children present a 
definite safety driving hazard and 


moving van. Furniture stores, for 
all delivery and department stores, 
for suburban delivery, are seeing 


| this type body on the ton and a 


half chassis as a solution to the 

| bulk goods delivery problem. 
With the new overall type van 

body it is possible to have a van 


| plied and mounted by the body 
source. The cost for this con- 
version is incorporated in the 
price of the body as quoted in 
the net price to the dealer. No 
alterations are said to be required 
in the engine, transmission, drive- 
shaft or rear axle. The conversion 
does, however, involve the relo- 
cation forward of the steering 
column, and the brake, clutch and 
accelerator pedals. The hood and 
fenders are dispensed with and 
in place of the conventional hood, 
the body builder incorporates a 
built-in motor enclosure which is 
claimed to be insulated so that 
the engine heat does not discom- 


this new unit with its greatly in- | of 1,000 cubic foot capacity or one DESIGNED FOR ECONOMICAL high- ais yey this new/| fort the driver. The seat and seat 
creased range of vision is most/that will take the average six| Dodge “Urban” is aimed at the rapidly widening market for this| risers give way to a “jumper 
acceptable to driver and operator | rooms of furniture and still stay | type of vehicle. Conversion is by Montpelier. seat” of special design. Single 
alike. His exit to either side of within the Kentucky length limit or double rear doors can be pro- 
the vehicle through the wide side | of 26 feet 6 inches. tional type half-ton or one ton| over body with forward steering, | vided to suit the need of the op- 
doors is easy and accomplished To change over the conven-! chassis to accommodate the all- conversion units Aare usually sup-| erator. 


in a nearly upright position. 

The new forward control unit is 
said to be unfailing in getting the 
attention of the prospect who has 
retail deliveries. Experienced 
salesmen claim that the prospect 
who is hard to even approach will 
invariably come outside to look at 
the new type unit and in many 

| cases even welcome a demonstra- 
tion test. 
i Leads to Business 

In many cases, it is said, where 
the buyer doesn’t feel his par- 
ticular delivery would use the 
overall body unit, he will, during 
the call, let drop that he is in the 
market for a regular panel. Thus 
a sales call with a control for-| 
ward demonstrator often leads to | 
other business. 

Salesmen welcome the oppor- | 
tunity to work with a unit such | 
as this for two important reasons. | 
The first is of course the oppor- 
tunity to make larger commis- 
sions on each sale and the second | 
is that invariably where one con- | 
trol forward unit is injected into | 
a fleet the drivers of the other 
trucks will insist that they get 
the same type of job because of 
its many advantages. Thus the 
salesman with one sale begets as 
many workers for his welfare as 
there are drivers in the fleet. One 
unit in a fleet, it is said, usually 
leads to a complete replacement 
of the fleet. 

The advertising advantage of 
the new vehicle is of considerable 
value as the larger side panels 
permit of much greater signboard 
area and the neat body lines of 
the new units in themselves cre- 
ate additional attention. 

From an operating cost stand- 
point it should be easy to show 
almost any operator a saving on 
his delivery. By practically 
doubling the size of the load the 
new unit should be able to carry 
practically double the number of | 
packages. This considerably in- 
creases the number of stops per | 
driver per trip or day and should 
eliminate waste time coming back 
to the loading dock for definite | 
number of loads in a day’s de- 
livery. 

Considerable Aid Given 

Working the load on high point 
deliveries is also considerably 
aided because of the larger free 
space in the body and the abil- 
ity to get at packages from either | 
side as well as the back. 

According to authorities who | 
have given the new type unit con- | 
siderable study, the most ap-| 
proachable market for the for- 

—™ ward control delivery today, in- | 
clude department stores, bakeries, 
Jaundries, dry cleaners, ladies 
ready -to-wear shops, electric | 

ousehold utility stores, men’s | 
ear, florists, neighborhood gro- 
ers and other retail deliveries | 
fith light, bulky packages. In 
‘the one-ton class, dairies for re- | 

Wtail milk delivery are advocated | 

y some, but the question of | 

eight carried should make any 

ealer investigate this type of 
aul very thoroughly before) 
recommending his vehicle for this | 
Bervice. | 
' The forward control overall 








FEDERAL _ INTRODUCES a NEW IDEA IN ‘SELLING TRUCKS 


attended their annual convention in Detroit 
averaged better than $3,600 apiece in net 
earnings for 1937. Dealers make money 
when their salesmen make money! Both 
will make more with Federal in 1938. 


HE Federal “FG Man” plan for analyz- 

ing and meeting truck owners’ re- 
quirements is a new sales idea for 
making more money. This amazingly 
simple and effective method for de- 
veloping prospects and closing sales 
offers dealers and salesmen alike a 
bigger opportunity for making more 
salesand more money on everysale. 
Prospects are plentiful when this 
new sales procedure is used. And 
too, the ease with which the new 
Federal ‘‘FG Man” plan operates 
gains applause of the salesman and 
confidence of the prospect. Never 
before in the history of truck selling 
has a plan as effective as the Federal 
“FG Man” plan been developed. 


Federal Master Salesmen whorecently 





The Federal selling organization— 
enthusiastic about the new “FG 
Man” plan and the great new 
line of 1938 Federals—is starting 
right now to do a big job and make 
handsome profits. This is your op- 
portunity to join the “hottest’’ organ- 
ization in an industry that is out to 
enjoy its biggest and best year. 


Write today to K. M. Schaefer, 
General Sales Manager, for full de- 
tails regarding the profit-making 
Federal franchise for your territory. 


The Hondsomest Truck otthe Road 
si df 


Federal Motor Truck Company, 5870 Federal Ave., Detroit, Mi 
LEADERS IN. ROUMERCIAL TRANSPORTATION FOR 27 





THE Standard 
THERMOSTAT 


Preferred by 
LEADING MOTOR 
CAR BUILDERS 


Preferred because it is 
a Sylphon product, 
time tested andproved, 
made by the largest 
manufacturers of self- 
contained tempera- 
ture control devices in 
the world. 


Preferred because it is 
simple, rugged, de- 
pendable. ..perfected 
through years of 
research, practical 
experience and close 
cooperation with auto- 
motive engineers. 


Preferred because 
proved a vital factor in 
motor efficiency and 
fuel economy. 


THE FULTON SYLPHON CO. 
KNOXVILLE, TENN. 
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Showmanship Boosts Lubrication Sales 


Gross Increased 


1,000% by Detroit 


| Chevrolet Dealer | 


By Howard E. Hallas 
Associate Editor, ADN 
DE TROIT.—Showmanship is 


credited by Jimmy Brown, lubri- | 


cation manager of Highland 
Chevrolet Co. here, with a major 
part in bringing the lubrication 
department’s revenue up from $90 
a month to $13,000 a year in ex- 
actly three years. 

With the company’s present 
potential lubrication market al- 
most entirely exploited by its 
three-point system of efficient 
personnel, modernized, factory- 
approved equipment and materi- 
als, and a systematic follow-up, 
the lubrication department is now 
bringing in about one-sixth of the 
$85,000 service yield, according to 
Brown. 


The factor that he calls show- 
manship is best illustrated in the 
results Brown produced three 
years ago when the lubrication 
department consisted of one hoist 
and an outmoded, wheeled gun. 
When he took over the job in 
January, 1935, the department 
was averaging about $90 a month. 
In one month sales had stepped 
up to $250 and by April the yield 
was $821. 

“Another hoist and Lincoln En- 
gineering Co.’s business-building 
lubrication equipment were added 
and by October, 1936, the depart- 
ment’s yield had been stepped up 
to $1,238 a month,” Brown said. 


During 1937 the department 


lubricated 5,687 cars for a total | 


revenue of $12,990, or about $2.29 
per car, against less than 90 cents 


per car during 1935. Total income | 


of Highland Chevrolet’s efficient 
four-floor service department dur- 
ing 1937 was more than $85,000. 

“When a department is as effi- 
ciently equipped as this one,” 
Brown said, in describing his tech- 
nique, “it is only sensible that it 
be kept as presentable as it was 
designed to be. In the first place, 
customer eye-appeal is extremely 
important, and, secondly, care 
helps cut maintenance bills. Since 
this equipment was installed in 
August, 1935, we have spent only 
$2.25 in repairing and maintain- 
ing it. 

“My first step after raising a 
car on the hoist is to wipe the 
grease fittings and curiously in- 
spect the under parts of the car. 
I explain to the customer that I 


tect both his bearings and my gun 


inspection is simply an added pro- 
tection he gets. To put it in an- 
other way, I not only try to do 
my job expertly, but also convey 





Total, 30 States 
for January 
Arizona 


Florida 


Kentucky 


wipe the fittings in order to pro- | 


| from dirt, and that my underbody | 


LTT 


+ ie 
t 


| 
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SHARP INCREASES IN LUBRICATION SALES has resulted from Highland Chevrolet’s three- 
point lubrication system. The department averaged only $90 a month three years ago, while today it is 
averaging over $12,000 a year. Shown is the Lincoln -equipped department, with Key Man Jimmy Brown, 


left, at one of the guns. 
the impression that I am doing 
it expertly. 

“Another ‘trick’ that brings our 
department an average of over 
$90 a month regularly in front 
wheel packs is perhaps worth 
noting. I spin the wheels, with 
an attentive ear and an intent 
look on my face—that is, of 
course, if my ear tells me that the 


STATES 


38 
"BT 
38 


"37 


Total, 26 States 
for January 


Alabama 


wheel seems dry. The customer 
generally asks, ‘Anything wrong?’ 
and I tell him that his front 
wheels probably should be re- 
packed. 

“The expert attitude and de- 
meanor not only produces added 
business for the service depart- 
ment in general but wins the con- 
fidence and respect of the cus- 


Chevrolet 
Diamond-T 
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210 
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"38 
"37 
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"37 


Maine 


Michigan 


84 22 
176 4 


tomer and keeps him a satisfied, 
permanent patron.” 

Final factor in Highland Chev- 
rolet’s three-point system is a 
board procedure in which a rec- 
ord of all customers is kept up-to- 
date and each patron solicited by 
mail as a specified length of time 
elapses after his previous ser- 
vicing. 


NEW COMMERCIAL CAR REGISTRATIONS 
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Quality Dealer Program Asked by ‘Little’ Dealers 


Delay on Withrow Inquiry 


Also Urged 


(Continued 
gation at the present time. We 
feel that it would tend to cause 
the public to lose confidence.” 

A second resolution outlining 


the attitude of those dealers pres- | 


ent to installment selling reads 
as follows: 


“Installment selling is sound 


and is considered responsible for | 


an important part in the recovery | 
movement. 

“When confidence is restored, 
installment selling will be a 
means of restoring mass purchas- 
ing power. 

“Whereas terms and down pay- 





Correction 


Owing to a switch in 
headings in order to change 
Terraplane to Hudson, and 
the consequent shift in al- 
phabetical order, the com- 
mercial car tabulation ap- 
pearing in ADN Feb. 19 was 
incorrect. Corrected figures 
will appear in the final re- 
capitulation when the re- 
turns for January are 
complete. 


at Conference 


from Page 1) 

ments cannot be uniformly ar- 
rived at, or applied to all forms 
of merchandise sold on the in- 
stallment plan, therefore be it 


| payments should conform with 
sound business principles: 
“That such installment financ- 
| ing should be on a basis that will, 


| during the life of the contract, | 


| maintain a substantial equity on 
|the part of the customer in the 
product being financed, thereby 
protecting the interest of both the 
consumer and the dealer. 


“Elimination of the slogan “No 
Down Payment” in advertising. 


“Be it resolved that we urge the 
administration to refrain from 
engaging either directly or indi- 
rectly in the business of install- 
ment financing. 


“Be it resolved that the admin- 
istration be requested to abandon 
all attempts to regulate competi- 
tion between different business 
units and instead pursue a policy 
of enforcing competition coupled 
with a strict and energetic en- 
forcement of the present anti- 
trust laws.” 


“Resolved that terms and down 


Used Car Index 


The average used car 
prices, taken from the Used 
Car Selling Prices chart 
appearing in ADN’s Pink 
Sheet weekly, shows the 
following for weeks ended: 

High Low 
February 12 ...$564 $484 
February 19 ... 578 509 

The average prices cover 
all makes and models, from 
all cities listed in ADN’s 
chart. 


Covered Wagon 


Reduces Prices 


MT. CLEMENS.—Reduction in 
prices of several of its models and 
a general realignment of prices 
for its Shermanite steel and 
leatherette covered trailers has 
been announced here by Covered 
Wagon. Price changes were ef- 
fective Feb. 21. 

Covered Wagon’s price range on 
standard floor plans now runs 
from $435 to $1,485, f.o.b. Mt. 
; Clemens. 
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38 STATES FOR JANUARY, 1938-1937 


Complete cumulative figures appear each week until all 48 states are shown. 


States still to be 
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Kansas, Louisiana, Massachusetts, Mississippi, New York, Ohio, 


1513 
2259 


1793 
3050 


3 


_ 
18 


| Cadillac-LaSalle 
| Lincoln 


Tennessee, 


Passenger Car Registrations 


38 States for January, 


MAKE 


Ford 
Chevrolet . 
Plymouth 
Buick 
Dodge 
Pontiac 
Oldsmobile 
Chryslér 
Packard 


1938 

.. 21,798 
.. 21,226 
. 10,499 
6,320 
4,487 
4,309 
3,823 
2,239 
2,060 
1,848 
1,786 
1,723 
1,633 
1,030 
1,013 


Studebaker 


Willys 
Graham 
Hupp 
Pierce-Arrow 
Miscellaneous 


ADN Production 


Estimate 


With cheering 
sales reports 
continuing, car 
and truck pro- 
duction the 
current week 
held firm at 
57,879 units, 
compared with 
a revised total 
of 58,073 the 
previous week 
and 108,909 
units in the 
corresponding 
week of 1937. 
Continued 
gains are in- 
dicated for the 
spring months 
as buying 
picks up. 


General Mo- 
tors’ group to- 
tal hit 21,682 
units the cur- 
rent week; 
Ford’s dropped 
slightly to 15,- 
525 and Chrys- 
ler’s jumped 


somewhat to)! 


10,350 units. 
Packard’s 1,300 
led the 

pendents., 


ADN’s editorials present an au- 
thentic interpretation of news vital 
to the industry. 


Texas and Wisconsin. 
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HEAVY-DUTY 








1938-1937 
Unit 


Loss 
19,855 
14,092 
15,885 

2,408 
8,188 
5,234 
4,761 
1,552 
1,676 
3,596 
1,161 
958 
1,296 
791 
29 
317 
254 
45* 
15 
287 


1937 
41,653 
35,318 
26,384 
8,728 
12,675 
9,543 
8,584 
3,791 
3,736 
5,444 
2,947 
2,681 
2,929 
1,821 
1,042 
1,166 
583 


Pos. Pos. 


CoONaurwhde 


18 
331 





169,374 82,310 


Ford Will Build 
Major Exhibit at 
°39 Western Fair 


SAN FRANCISCO.—The Ford 
Motor Co. will erect its own 
building and install one of the 
major commercial exhibits at the 
1939 Golden Gate International 
Exposition on San Francisco Bay, 
it is announced here. 

Outlay will exceed $500,000. Cost 
of ground lease and building, with 
more than 42,000 square feet of 
floor space, will approximate 
$250,000, according to the contract 
signed by Edsel B. Ford, presi- 
dent of the Ford Motor Co., and 
Leland W. Cutler, head of the 
Western World’s Fair. The struc- 
ture will be at the north end of 
the Court of the Seven Seas, near 
the ferryboat terminal on Treas- 
ure Island. 


Car Toll Declines 


WASHINGTON.— Deaths caused 
by motor vehicles in 131 major cities 
during the past week totaled 150, 37 
fewer than in the corresponding 
week of last year, according to the 
U. S. bureau of the census. 


haw ib9A 


MOTORS... 


USE NICKEL ALLOY PARTS 


Characteristics superior to those 
of materials used in passenger 
cars and light commercial vehicles, 
are essential in heavy-duty motor 
vehicles, according to W. P. Eddy, 
Chief Metallurgist, General Mo- 
tors Truck Corporation. Heavy- 
duty vehicles impose greater loads 
and wear, and are required to op- 
erate for long periods without 
giving trouble of any kind. In an 
article published in a recent issue 
of the Foundry Trade Journal, 
Mr. Eddy indicated that high- 
grade Nickel alloy irons were used 
extensively for cylinder blocks 
and cylinder liners, cylinder heads, 
valve inserts, brake drums, and 
clutch plates. On very large en- 
gines such as are used for big 
busses and trucks, the exhaust 
manifolds are made from special 
heat- resisting alloys containing 
from 9% per 
cent to 21 per 
cent Nickel. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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ADN Car Share | 


Averages Rally | 
With Pease News| 


By C. J. Alexander 
Wall St. Correspondent, ADN 

NEW YORK.—The automotive 
world has a big stake in the 
European situation and _ invest- 
ment interest in this industry this 
week switched from the United 
States and its business recovery 
problems to Europe and its war 
threats. Security prices showed 
some recovery as possibilities of 
immediate war appeared to be re- 
moved with the greater under- 
standing between Great Britain 
on the one hand and Germany 
and Italy on the other. 

There is general agreement that 
one of the requirements for pros- 
perity in this country is the re- 
storation of foreign trade. The 
automotive industry is one of the 
leading exporters from the United 
States. For this reason a spread 
of the war area would be a 
severe blow. Other exporters 
would be adversely affected and 
the domestic market for automo- 
biles further restricted. Offsetting 
factors are impossible to estimate 
because of the neutrality laws 
now existing. 

Earnings reports of automotive 
manufacturers for 1937 are be- 
ginning to make their appearance 
in some volume. The best sample 
available as this is written is 
from the parts and accessory in- 
dustry, where a dozen companies 
have reported. Their net income 
in the aggregate is higher than 
in the preceding year, although | 
decreases were shown by some 
individual companies in the group. 

Among the car and truck manu- 
facturers, Packard, Mack Trucks, 
and Yellow Truck & Coach have 
reported declines in net income 
from 1936. Packard’s net was off 
57 per cent in the face of record- 
breaking production and sales to 
dealers. This reflected not only | 
the higher cost of doing business | 
but Packard had to spend some 
$13,000,000 last year in prepara- 
tion for the production of its 
models for 1938. 

The dozen parts and accessory | 
companies reporting thus far had | 
an aggregate net income of $11,- 
075,000, comparing with $10,136,- 
000 in the preceding year, an in- 
crease of almost $1,000,000, or 
close to 10 per cent. Whether this 
gain will be sustained with addi-| 
tional reports, remains to be seen, 
because of conflicting trends in 
the different parts of this industry. 

As to the car and truck com- 
panies, a decrease in earnings in 
1937 from 1936 appears to be a}! 
certain prospect, as additional re- 
ports are made public. General 
Motors earned $4.48 a share last 
year, as against $5.35 in 1936, 
which was not bad considering 


White Truck Net 
Down, Sales Rise 


CLEVELAND.—New profit of 
$65,854, after charges and taxes, | 
is reported by White Motor Co. 
and subsidiaries for year ended 
December 31. This is equivalent 


| 1938 models,” he said. 





to 10 cents a share on 625,000 
shares of capital stock. 
This compares with $681,628, or | 
$1.09 a share in 1936. 
Dollar volume of sales in 1937 
was $30,684,564, against $28,769,- 
875 in 1936, while unit sales of 





trucks and buses totaled 12,118, 
against 11,495 in 1936. 


S teel Rate Steady 


NEW YORK.—tThe operating rate | 
of steel companies is 30.4 per cent of | 
capacity for the week ending Feb.| 
26, compared with 31 per cent one| 
week ago, 32.7 per cent one month | 
ago and 82.5 per cent one year ago, | 
the American Iron & Steel Institute 
estimates. 


“Fourth Dimension,” a _ regular 


feature of ADN, presents a digest at 277% 


automotive advertising news. 
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Wall Street Shifts Attention to European Situation 


the labor troubles early 
year and the business recession 
in the last half. 

In the tire and rubber industry, 
operating companies suffered from 


| the decline in prices of raw ma- 
| terials 
| year. 


in the last half of last 
Goodyear, for instance, re- 
ported for 1937 net income of 
$7,257,000, comparing with $10,- 
831,000 in 1936. 

Prices of automotive stocks in 
the latest week covered by the 
ADN price averages weré higher 
than in the week preceding. This 
week ended on Wednesday, on 
which day there was a rally in 
shares following the holiday news 
from abroad. Tire 
advanced with improvement 
commodity prices. 

The ADN averages compare as 
follows with the week preceding 
and a year ago: 


Last 
Week 
22.93 
co’s.. 25.11 
20.31 
20.94 


in 


This 
Week Change 
25.00 +-2.07 
25.21 +2.10 
21.31 +1.00 41.40 
24.30 +3.36 42.61 
Among the dividend declara- 
tions of the past week were the 


following: 


Briggs & Stratton, 75 cents on 
capital stock, payable Mar. 15; 
Modine Mfg., 50 cents on capital 
stock, payable Mar. 20; Budd 
Wheel, participating preferred 
stock, 25 cents participating and 
$1.75 quarterly, payable Mar. 31; 
Electric Storage Battery, 50 cents 
on common and same on pre- 
ferred, payable Mar. 30; Yellow 
Truck & Coach, $1.75 on preferred, 
payable Apr. 1; American Chain 
& Cable, 25 cents on common, 


Ago 
24 Motors 

10 Car-truck 
19 Parts-accessories 
4 Tire-rubbers .... 


51.59 


|}and $1.25 on preferred, payable | 
|the second best in the corpora- 


Mar. 15. 


Auto-Lite to Furnish 


Plugs on 4 More Cars| 


TOLEDO.—The Electric Auto- 


Lite Co. will furnish spark plugs | 


as standard factory equipment 
for all Chrysler, Dodge, 
Trucks, De Soto and Plymouth 


deluxe cars, according to Presi- | 


dent Royce G. Martin. 
“Nash-LaFayette, 


trucks also use Auto-Lite plugs in 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, FEBRUARY 25, 1938 
(Furnished by Wm. C, Roney Company, Union Guardian Bldg., Detroit) 


1937-38 
High 


83), 
71 
3335/4 
36/5 
30/2 
105), 
48), 
50¥% 
597% 
14¥% 
13 
135% 
48 
48, 
62/4 
691, 
80, 
3% 
85 
234% 
23 
180/74 
371 
4542 
44), 
34% 
11% 
41“, 
7Y2 
64% 
704 
51 2 
50, 
47% 
45 
8 
27% 
24), 
4, 
120 
155 


NEW YORK 


Allis Chalmers Mfg. .... 
American C. & F. 
American Chain 

Auburn Auto 

Bendix Aviation 

Beth. Steel 


Budd Mfg. Co., E. G. 
Budd Wheel Co. 
Chrysler 

Clark Equip. 
Cleveland Gr. Br. 
Collins & Aikman 
Com. Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
Diamond T Truck 
Du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 
Lee Rubber & Tire 


2335/4 
19//, 


in the | 


Year | 


49.82 | 


|this year’s operations may jus- 
|income for 1937 of $50,729,211, 


| with $62,110,543, or $14.25 a share 


| indicated a heavy dropping off in 








Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, Friday, Feb. 25 (3:06 P.M.)—Chrysler broke 
sharply at the opening this 
its dividend, but regained some of its loss in later trading. 
Other automotive issues were mixed at the closing, with 
changes limited to fractions one way or the other in most 


instances. 


shares have | 


Chrysler Omits Dividend, 
Blaming Excess Profit Tax 


(Continued from Page 1) 


Hutchinson said, “directors are 
not in a position to adjust the 
dividend rate of the corporation | 
to a long-term stable dividend 
policy and dividends may be ex- 
pected to fluctuate. 

“At the present time the im- 
mediate prospects for business 
are too obscure to warrant the 
directors making any assumptions 
with respect to such dividends as | 


tify,” he said. 
The corporation reported net 


equal to $11.66 a share on the 
capital stock. This compared | 


in 1936. The 1937 earnings were | 


tion’s history. 
The earnings figures, however, 


income in the final quarter of 





Dodge | 


American) 
Bantam and Nelson Le Moon|! 





1937, when the indicated net earn- 
ings equaled $2.37 a share, com-| 
pared to the 1936 equivalent of | 
$4.54 a share. 

The fourth quarter 


indicated | 


Profit Is Shown 


MONTREAL.—Net profit of Dun- 
lop Tire & Rubber Goods Co. in 1937 | 
is reported at $35,455, compared with | 
ja net loss of $108,556 in 1936. 


—_— 
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Feb. 25 Feb. 18 


1937-38 
High Low 


morning on the omission of 





the 
was 


income was $10,305,000; 
1936 figure 


net 
corresponding 
$20,135,215. 
The balance sheet report re- 
vealed a decline in cash as of the | 
end of last year to $35,397,377, 
compared with $46,551,620 at the | 
end of 1936. Latest current as- 
sets were $112,729,012 and current 
liabilities were $38,674,195. A year 
previous current assets were| 
$140,101,687 and current eee 


| 


| $75,131,876. Inventories at the end | 


of last year were $50,132,862 


against $60,565,447. 


NW Boosters ‘Expand 
To Inelude Portland 
SEATTLE.—The Pacific North- 


| west Boosters’ Club is expanding 
| to 


include Portland within its 
scope and the plan to form a sep- 
arate club in Oregon abandoned. 

At the February club meeting | 
in Seattle the by-laws were 
changed to provide for this step, 


| with provision made to elect offi- 


cers from Oregon. Jack Ward 
was elected vice-president, Les 
Baxter and S. C. Halverson, all of 
Portland, directors. 
Sinsabaugh’s sparkling 
column is read by the} 
in the industry. 


Chris 
“Sparks” 
“wide-awake” 


'tinued on a full-time basis, 


°37 IHC Income 
Is 10% Higher 
Than Net in 736 


CHICAGO.—International Har- 
vester net income of $32,493,000 
for the year ended Oct. 31 was 
almost 10 per cent greater than 
the previous year and was the 
second largest in the company’s 
history, the annual report dis- 
closed Tuesday. Domestic an 
foreign sales established a ne 
record. 

Equivalent to $6.31 a share of 
common stock after allowing for 
the preferred dividends, 1937 fisca 
period net income compared with 
$29,760,372, or $5.66 a share, for 
the 1936 period. The company’s 
all time record earnings were 
$36,779,998 reported in 1929. 

The 1937 net was after pro- 
vision of $7,500,000 for inventor’ 
reserve but reflected credits fo: 
reduction of reserve for losses 
previously written orf. 

Sydney G. McAllister, president, 
said sales of farm implements, 
tractors, motor trucks and other 
products totaled $351,927,767 com- 
pared with $254,933,872 in 1936. 


| Total sales in the United States 


increased from $196,152,000 to 


$270,254,000. 


‘Bantam Output, 
Work Continues 


On Full-Time 


BUTLER, Pa. The week ended 
Feb. 25 marked the eighth con- 
secutive week that employment 
and production at the American 
Bantam Car Co. here have con- 
it is 
announced by Roy S. Evans, 
president. 

Bantam has operated on a five- 
day week so far in 1938, Evans 
said, with production of com- 
mercial cars and pleasure cars 
each taking approximately 50 per 
cent of the factory’s output. 

Orders continue to hold up 
despite the recession, with Ban- 
tam “60” distribution spreading 
so that cars are now in dealer's 


| showrooms from coast to coast. 


Last Sale 
Feb. 25 Feb. 18 
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‘Mack Sales Rise, 


Net Drops in 37 


NEW YORK.—Although show- 
ing an increase of 10.1 per cent in 


sales over 1936, net profits of 
Mack Trucks, Inc., last year de- 
clined 10.8 per cent to $1,284,691, 
or $2.15 per common share. In 
1936, net profits were $1,440,850 or 
$2.41 a share. 

Some reduction in manufactur- 
ing profit margin, increased 
charges for depreciation and 
maintenance and repairs and 
larger taxes, were responsible for 
the decline in profits last year. 

Operating profit from opera- 
tions in 1937 was $3,208,738, or 9.4 
per cent of sales, as against $3,- 


| 223,188, or 10.5 per cent of sales, 


in 1936. Deductions for deprecia- 
tion, maintenance and repairs in- 
creased by $221,266 to $2,320,906 


| and appropriations for federal in- 


come and undistributed profits 
taxes increased to $515,000 from 
$387,500 in 1936. In addition, Mack 


| Trucks paid federal and state un- 
| employment 


insurance and old 
age benefits taxes of $327,523 in 
1937. 


Quarterly Declared 


DETROIT.—The Yellow Truck & 
Coach Mfg. Co. has declared a quar- 
terly dividend of $1.75 per share on 
the company’s 7 per cent cumulative 
preferred stock payable Apr. 1 to 
stockholders of record Mar. 15. 


ADN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 





AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 26, 1938 19 


THE THOMAS FLYER, which 
won the 1908 New York-Paris 
‘round the world race, shown in 
front of the Chicago Automobile 
Club on one of anniversaries of 
race, At wheel is George Schuster, 
who drove car, and next to him, 
his mechanic, George Miller, who 


Chris 
Sinsabaugh 


Sparks 
(Continued from Page 1) 


Roos, for years Studebaker chief, thence by boat to Valdez, Alaska, | 


engineer, who can read his blue- | 


if he 


sense. 


prints upside down has to 
and make ‘em make Now 
he adds another tower of strength 

Bill Cowling. As for 


bragging, but, any man who can 
take a company through a re- 
ceivership as he did and set it on 
its feet does not have to do any 
bragging. His actions speak louder 


than words. 
* + + 


month—the 12th to be exact— 
there started from Columbus 
Circle, New York, the greatest en- 
durance test to which the auto- 
mobile ever has been subjected 

a “round-the-world race” from 
New York City to Paris. It was 
won by an American car, the 
Thomas Flyer, made in Buffalo. 
Thirty years later, on Monday of 
this week, there died in Buffalo, 
George J. Miller, aged 55, who 
was mechanic on the winner. 

* * * 

WHICH AGAIN impresses me 
of the fact that tempus really 
does fugit, for, while the mem- 
ories of the New York-Paris race 
still are fresh in my mind, few 
of the present generation with 
whom I have been talking 
about it, ever heard of it. Yet, to 
me, it stands out as the all-time 
high in automobile 
stunt that not only required great 


courage on the part of the con-| 


testants to undertake in the first 
place, but, a confidence in motor 
cars that was somewhat shaky at 
the time. Mebbe you'd like to have 
the column tell you briefly more 
about the race. 
* * + 

TO THE New York Times be- 
longs the credit for fostering 
what most of us thought was a 
crackpot idea—to race from New 
York to Paris, across the Ameri- 
can continent to San Francisco, 


Salesman’s Guild 
Of Pontiac Is Led 
By Wm. B. Kraft 


PON TIAC.—National 
have been named in the Pontiac 
Salesman’s Guild for 1937, and 
rules and qualifications for the 
1938 race were announced this 


Motors general sales manager. 
By virtue of one of the most 


outstanding sales records in the | 


entire Pontiac retail organization, 


William B. Kraft, a retail sales- | 


man in the Chicago zone, led the 
United States and gained the 
position of honorary president of 
the guild, an honor that auto- 
matically goes to the top sales- 
man for the year. 

Second honors and the office of 
national 
Nat Paterson, of the New York 
zone. The office of national sec- 
retary went to D. Amesbury, of 
the Buffalo zone. Suitable cash 


awards also go to these honorary | 
| vided, the column takes advantage 


officers. 
Besides the national winners 
there are honors and cash awards 


for the best salesman in each of | 
the five regions and in each of | 


the company’s 26 zones that make 
up these regions. 

Cash amounting to $4,830 has 
been presented to the winning 
retail salesmen 


tiac Motors. 
ning honors are based on the 


number of new Pontiac cars de-| 


livered by contesting salesmen 


during the year. 


The guild in 1938 will function | 
along the same lines that it has | 


in the past with quarterly and 
yearly cash awards and the se- 
lection of honorary national, re- 
gional and zone officers at the 
close of the year. 

A total of $2,380 will be paid at 
the close of each quarter with 
added cash at the close of the 
year. 


Wilson | 
himself, he’s too modest to do any | 
| through Manchuria, and China on | 


| France’s de Dion, Motobloc, and 
Sizaire-Naudin, 
THIRTY YEARS ago this very | 





| race 


adventure, a| “ ; 
| Schuster and Miller was his me- 





| into Buffalo. 





leaders | 


week by C. P. Simpson, Pontiac| done this, I am told. And, going 
| further back to 1928, AAA official 


| records show that 


vice-president went to| 





| recite the story of a similar ap- 


| wildered way, noticed some extra 
in the national, | 


regional and zone fields by Pon- | 
Leadership and win- | 


| the hospital. 


| the famous man work. 


| applause followed. Doc took his 


thence overland to Nome, where | 
it was proposed to boat it to East 
Cape, Siberia. But Alaska proved | 
unconquerable. So the route was| 
changed so the contestants could | 
ship from Seattle to Japan, thence 


the way to Russia, Germany and | 
France. 


Six cars started from New| } 


York. America’s Thomas Flyer, 


Italy’s Zust and 
Protos. The Protos 


to reach Paris, 


Germany’s 
was first 


four| § 


days ahead of the Thomas, but it| ge 


was disqualified because it was 
Shipped by rail from Pocatello, 
Idaho, to Seattle in order to} 
catch up with the rest of the cars. 
The “time” for the race was 169 
days 2 hours, the distance by 
land and water being estimated 
at 22,000 miles. 


* * * 


AS MAY BE imagined, the race 
was a go-as-you-please affair, | 
more like a cross-country tour| 
than a race. Roads—you hardly 
could call ’em that once you got| 
outside of the big cities. Snow, 
blizzards, rain and_ everything 
that goes with them—all were 
part of the day’s work and the| 
attracted world-wide at-| 
tention. 

The winning driver was George 





chanic. Schuster now is an auto-| 
mobile dealer in Springville, N.Y. | 
content to rest on his laurels. An- | 
other who played an important | 
part in the race was another | 
George— George Salzman, who| 
now is works manager for Ben 
Hopkins’ Cleveland Graphite 
Bronze Co. in Cleveland. Thirty 
years back Salzman was factory 
manager for the E. R. Thomas) 
Motor Co., of Buffalo and he was 
given the job of prepping the 
winner for the battle. And to see 
that everything was okey-dokey 
he drove one stretch of the race 


4 * * 

OF COURSE, the New York- | 
Paris racers had no sand-pape:ed 
boulevards over which to travel, | 
yet, it is interesting to compare 
the time they made—169 days 2| 
hours for 22,000 miles — with 
present-day speed. Why, out at 
GM proving grounds at Milford 
it is nothing unusual for a test 
driver to go half that distance 
over a week-end. Buick often has 


four Stude- 
baker Presidents, stock cars at 
that, traveled 30,000 miles on the 
speedway at Atlantic City in less 
than 27,000 consecutive minutes. 
ob * oh 

EMERSON J. POAG, advertis- 
ing manager of Dodge, and Roy 
Boscow, who says yes or no to 
the space peddlers at Nash, now 
know all about appendectomy, for 
both were hospitalized the same 
week for operations of that sort. 
And both came through their 
operations successfully. Proving 
clean living pays dividends. 

From the springboard thus pro- 


of the opportunity afforded to 


pendicitis operation that was told 
at a luncheon I recently attended. 
The male patient came out of the 
ether and looked around in a be- 


bandages and wondered why the | 
surplus. The smiling nurse told 
him, in response to his inquiries, 
that he had been extremely lucky 
in that he had been operated on 
by Dr. So-and-So, a famous} 
Vienese surgeon who was visiting | 
The amphitheater 
seats of the operating room she 
said, were’ filled with doctors, 
internes and nurses, who watched 
As he 
finished the appendicitis job, wild 


bow but the applause continued. 

“The doctor was so pleased,” 
explained the nurse, “that he gave 
an encore—he operated again and 
circumcised you.” 





| 14-15—Milwaukee. 


Coming Events 


MARCH 

0-11—Washington. SAE National Aeronautic 

Meeting 
14—Cleveland. SAE diesel meeting. 

‘5-18—Pittsburgh. Tri-State Automotive 
dustries Show. 

'8-30—Detroit. SAE National Passenger Car 
Meeting. 


In 


APBIL 
3-15—Cleveland. National Petroleum Assn. 


Meeting. 


SAE National Tractor 


Meeting. 
‘N-22—Dallas. American Chemical Society 
28-29—Cleveland. SAF Section Regional Trans- 
portation and Maintenance Meeting. 


JUNE 
2-17—White Sulphur Springs, 
Summer Meeting. 


Unchanged Steel 
Prices Expected 


To Raise Orders 


YOUNGSTOWN, O.—Unchanged 


WwW. Va. SAE 





steel prices for the second quar- | 


ter, announced this week by Car- 
negie-Illinois Steel Corp. and all 
independents, 
town Sheet 

Steel Corp. 

Corp., are expected to start a bet- 
ter flow of orders, resulting in 


and Tube, Republic 


| better operations soon. 


Sheet and Tube and Republic 
officials said they expect an al- 
most immediate improvement. The 


| price on cold rolled (full finished) 


sheets, amounting to $4 a ton, was 
maintained and is the only lower 


| price in the entire structure. 


While the unchanged prices 
have been’ generally expected, 
many consumers held orders back 
awaiting the official announce- 
ment. This business is expected 
to be released now and will have 
an effect on operation and em- 
ployment. 


| ‘Open House’ Held 


by N. H. Dealers 


MANCHESTER, N. H. (UTPS) 
—Deviating from the policy of 
previous years, the Manchester 
Automobile Dealers’ Assn. opened 
its annual “Open House” ob- 
servance on Feb. 20, giving New 
Hampshire’s motoring public an 


opportunity to visit showrooms | 
and inspect new models on three 


days, instead of one, as in the 
past. 

Dealers prepared elaborate dis- 
plays of both new and used cars 
for the occasion. Outdoor lots 
were made unusually attractive, 
and, in a number of instances, 
dealers devoted sections of their 
showrooms exclusively to used 


cars. 


Hart Heads Body 


JASPER, Tex.—Tom Hart, of Hart 
& Holmes, Ford dealers here, is the 
new president of the Jasper cham- 
ber of commerce. 


including Youngs- | 


and Sharon Steel | 


died last Monday in Buffalo. 


In 


rear, late Eddie Westlake, veteran 


Chicago 


automobile editor, and 


ADN’s Chris Sinsabaugh. 


Syracuse Dealers Adopt 


Special to Automotive Daily News 

SYRACUSE.—The Syracuse Au-| 
tomobile Dealers’ Assn. at a 
meeting in Hotel Syracuse Thurs- 
day evening, adopted a code of} 
ethics to protect the used car 
buying public and promote public 
confidence in the used car adver- 
tising of members of the associa- 
tion. The advertising departments 
of newspapers in Syracuse news- | 
papers are co-operating in the 
movement. 

The code provides that vague 
or meaningless terms shall not be 
used in used car advertisements, | 
|and that misrepresentation of any 
| kind, or in any degree, shall not 
| be permitted. 

Declaring that used car buyers 
in the Syracuse area are, in count- 
less instances, being “gypped” by | 
|irresponsible dealers, Frank G.| 
Revoir, president of the associa- | 
tion, said: | 
“Our interest in cleaning up this | 


Committee Seeks | 
5-Year Extension 


Of Rubber Pact | 


LONDON. — Extension of the | 
rubber quota pact for at least | 
another five years, beginning at 
the end of 1938, was recommended | 
here this week by the interna- | 
tional rubber regulation commit- | 
tee. The extension was declared | 
|}advisable in view of disparity | 
throughout the world between | 
rubber producing capacity and} 
rubber consumption. 





increase of 8 per cent in basic | 
quotas for 1939 and a _ limited 


the next two years. United States 
rubber makers, under the new 
pact, would be given two repre- | 
sentatives on the advisory panel | 
of the committee, instead of one, 
as at present. 


°37 Called ‘Disastrous 
Year for Oil Dealers’ 


HARRISBURG, Pa. (UTPS).— | 
More than 100 gasoline dealers | 
attended a reorganization meeting | 
of the Central Pennsylvania Re- 
tail Petroleum Dealers’ Assn. last 
week in the Dauphin county court | 
house. | 
| “The year 1937 was the most 
prosperous year for major oil) 
companies, but the irony of it all 
was that it was the most dis- 
astrous for the dealer,” it was 
stated by John Lamberti, Scran- 
ton, secretary of the Pennsylvania 
association. “Because of the ex- 
perience, legislation is wanted for 
pretection against future price 
| wars.” 








The committee has proposed an | 


amount of new planting during) 


Used Car ‘Code of Ethics’ 


situation is not entirely unselfish. 
We mean to act swiftly to pre- 
vent complete loss of confidence 
on the part of the used car buyer. 
“We have approved an educa- 
tional series to be run in the clas- 
sified pages of the local news- 
papers at the expense of the as- 
sociation. Bald facts will be laid 
before the people throughout this 
campaign to assist them in finding 
the best values—the fullest meas- 
ure for their used car dollars.” 


St. Louis Dealers 
Re-Elect Officers; 
Willecockson Head 


ST. LOUIS.—AIl of the Greater 
St. Louis Automotive Assn., Inc., 
officers have been re-elected as 
follows: 

W. H. Willcockson, president; 
H. K. MacCarthy, vice-president; 
George M. Berry, treasurer; 
Joseph A. Schlecht, secretary- 


| manager. 


Following is a list of the five 
new directors of the association: 


George M. Berry, Berry Motor 
Car Co.; Thos. S. Kenny, Kenny 
Used Car Co.; Arthur R. Lind- 
burg, Arthur R. Lindburg, Inc.; 
W. J. Rasmussen, Big Four Chev- 
rolet Co.; F. H. Riesmeyer, Ries- 
meyer Motor Co. 

The following five directors car- 
ried over to serve their second 
year: 

W. H. Willcockson, Willcockson 
Motors; H. K. MacCarthy, Mac- 
Carthy Motor Co.; W. B. Den- 
hard, Denhard Motors, Inc.; Guy 
W. Oliver, Oliver Cadillac Co.; 
Hugh Roberts, Roberts Chevrolet 
Co. 


Kentucky Tax Ruling 
FRANKFORT, Ky.—Assistant At- 


| torney-General G. H. Herdman has 
| ruled that the 3 per cent usage tax 
|} on motor cars applies to the gross 
| price 
|} amount 
| old car. 


the 
an 


contracted for and not 
less an allowance for 


SALES 
ENGINEER 


Services available immedi- 
ately. Have over 300 con- 
tacts in truck, trailer, farm 
tractor, power shovel, and 
industrial machine indus- 
tries. Ten years attention 
given to these fields. Salary 
and commission basis. Box 
150, Automotive Daily News, 
527 New Center Bldg. 





WHAT EVERY SALESMANAGER KNOWS 


but sometimes doesn’t remember! 


Once there was an automobile sales- 
man in New York who used to keep a card 
index of all his customers. 

Two years to the day after a sale, he'd 
phone the customer and tell him it was time 
to turn the old car in and get a new one. 

He used to average TWO new car sales a 
day, every business day! 

You can’t hire him, because he died some 
time back. 

But you must admit that he had some- 
thing; several things in fact: 1) a large group 
of customers; 2) a good sense of selectivity; 
3) quite a bit of influence. All of which made 
him an extraordinary salesman. 


* * * 


The average motor car made today will 
deliver seven years of transportation. 

But the new car buyer doesn’t keep his 
car for seven years. 

So obviously he isn’t buying just transpor- 
tation. If transportation were all he wanted, 
he’d be a sucker not to buy used cars. 

What does he buy—beside transportation? 

He buys newness and change. He buys pleas- 
ure, and pride and satisfaction, and a lot of 
things that aren’t in the S. A. E. specifica- 
tions or the manufacturer’s guaranty. He is 
a luxury buyer. 

The market for luxuries is limited, as 
everybody knows. The buyers of new cars 


THE 
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represent less than a third of the owner total. 

To sell new cars, you have to hustle 

around and find this third owner. 
* * * 

Another thing—and you won’t entirely 
like this one: 

The new car buyer buys, more often than 
not. He sells himself. He notices that the 
old jallopy is beginning to lose its sex 
appeal. Or the Missus complains that the 
upholstery on the right front seat is looking 
dirty. Or the kids talk about the new bus 
belonging to the people down the block. 
Or something happens that starts him look- 
ing, and thinking. So he’s far from a cold 
prospect when he shows up in the showroom. 


* * * 


Fourth and last: 

The best talker in the world wouldn’t 
get far without a demonstrator. Having 
something to show—with size, color, line, 
substance, gadgets, and chromium trim 
counts for more than mere words and music. 


* * * 


So what: 

Why go into the big Spring selling season 
without all the selling support you should 
have—and minus one of your best backers up? 

We mean magazine advertising! 

The magazines show the new cars in ac- 
tual colors, bring out all the details and 


Woman's Home Companion ~- 


The American Magazine «+ 


accessories that make so much of the sale 
package today. 

Magazine advertising starts the prospect 
looking—and thinking— your way, directs 
the buying before you have a chance to sell. 

Magazine advertising is selective, picks 
out the prospect who can afford newness 
and change and pride and the other intan- 
gibles—and who is less than one car owner 
in three. The transportation buyer hasn’t 
much means or mood for magazines. The 
magazine reader in general comes into the 
new car buyer category. And magazines con- 
centrate your new car advertising in your 
new car prospect field. ‘ 

Lastly, the magazines reach a lot of cus- 
tomers—far more than you need to put 
your quota over 1937—or 1929! 

No other medium you now use is an 
adequate substitute for the handsome color 
page that catches the eye of the attentive 
reader—at a time when he can read your 
message and think about it. 

There’s still time to catch the May and 
June monthlies, and the April weeklies—to 
put on the extra needed pressure to make 
Spring figures something to sing about— 
instead of sob about. 

A telephone call to your advertising 
agency will start to fill the gap. Tell your 
girl “Get me Mr. Whoozis at the Agency”... 
and you'll start to feel better right away! 


Sseuee PUBLISHING COMPANY 


The Country Home Magazine 





